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P he  most  recent  in- 
crease in  the  federal 
minimum  wage  has 
worked  as  intended 
— earnings  among 
low- 
wage 
workers 
rose 
and 

widespread  job  loss 
failed  to  materialize, 
according  to  the  Eco- 
nomics Policy  Insti- 
tute. In  an 
examination  of  six 
months  following  the 
October  1,  1996,  in- 
crease to  $4.75  per 
hour  (up  50  cents), 
data  revealed  that 
the  higher  minimum 
wage  has  substan- 
tially boosted  the 
earnings  of  low-wage 
workers;  the  benefits 
of  the  increase  went 
primarily  to  low- 
income  working 
families. 

(Research  Alert, 

August  1997) 


Quotes” 


^3ood  grades  in 
college  don’t  get 
you  a job:  they 
get  you  more  col- 
lege. Seventy-two 
percent  of  four- 
year  college 
grads  with  a 
grade  point  aver- 
age (GPA)  of  less 
than  3.0  were  em- 
ployed full-time, 
and  only  13  per- 
cent were  still  in 
school.  Yet  only 
61  percent  of 
grads  with  GPA  of 
3.5  and  higher 
were  employed 
full-time,  and  24 
percent  were  en- 
rolled in  college. 
The  share  who 
are  unemployed 
and  not  enrolled 
is  6 percent  at  all 
levels. 

( Forecast, 

August  1997) 


P he  number  of  Americans  who  work  from  their  homes  instead  of  a business 
office  rose  30  percent  in  the  last  two  years  to  1 1 .1  million  Americans;  of  those, 
75  percent  work  on  personal  computers.  (Research  Alert,  August  1997) 


P he  majority  of  adults  with  chil- 
dren living  at  home  agree  that 
couples  break  up  their  marriages 
too  easily  instead  of  trying  to  stay 
together  for  their  kids.  Half  of 
white  parents,  58  percent  of  black 
parents  and  49  percent  of  His- 
panic parents  say  that  parents 
who  fail  to  discipline  their  children 
are  very  common.  Although  four 
in  five  Americans  agree  that  it  is 
much  harder  to  be  a parent  these 
days,  most  Americans  also  feel 
that  parents  are  not  rising  to  meet 
the  challenge. 

(Forecast,  August  1997) 
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How  much  do  you  know? 

In  this  issue.... 

Family  members  have  been  asking  for  information  on 
USAREC  Family  Support  programs,  and  this  month's  issue  is 
dedicated  to  providing  that  information.  Make  sure  you  take 
this  issue  home  and  keep  it! 
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cover  was 
illustrated  by 
Joyce  Knight, 
HQ  USAREC. 
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From  the  Commander 


CG  introduces  his 
command  philosophy 

This  is  my  first  article  for  the  Re- 
cruiter Journal  mce  assuming  command 
of  this  magnific  nt  organization  on  July  3 1 . 

Since  most  of  you  were  not  able  to  attend 
the  ceremony,  I want  to  introduce  myself 
and  share  some  thoughts  with  you  that  I 
presented  to  your  commanders  and  ser- 
geants major  — sort  of  my  command  phi- 
losophy 

I’ll  give  you  a couple  of  rules,  rules  that 
I have  used  in  every  organization  I’ve  ever 
commanded.  All  I can  tell  you  is  they  absolutely  work  and  I 
absolutely  believe  them.  The  first  is  called  the  Great  American 
rule.  This  rule  came  from  when  I was  a young  battery  com- 
mander. I knew  that  I would  have  had  the  greatest  battery  ever 
seen  in  the  United  States  Army  if  it  weren’t  for  those  Commu- 
nists at  higher  headquarters  — at  battalion.  Then  I got  older, 
got  promoted,  and  ended  up  at  battalion.  Naturally,  I went  in 
there  looking  for  the  Communists.  I was  going  to  kill  them  in 
their  sleep  and  make  this  a better  nation.  But  all  I found  were 
great  Americans  — they  worked  hard,  cared  about  what  they 
did.  They  knew,  though,  that  the  Communists  were  at  higher 
headquarters  — at  DIVARTY!  I got  a little  older  and  ended 
up  there  at  DIVARTY;  I was  a little  more  subtle  then.  I’d  sneak 
around,  looking  for  those  Communists.  All  I ever  found, 
though,  were  Great  Americans.  The  Communists  must  have 
been  at  even  higher  headquarters. 

Well,  I’ve  spent  the  last  couple  of  years  of  my  life  dealing 
daily  with  the  Chairman  of  the  Joint  Chiefs  of  Staff,  and  I can 
report  there  just  aren’t  any  Communists  out  there.  Every  one 
of  the  wonderful  places  in  this  organization  are  filled  with  Great 
Americans.  You  need  to  believe  that  every  time  you  talk  to  them 
on  the  phone  or  write  them  a message,  you  treat  them  like 
exactly  what  they  are,  Great  Americans  who  care  as  much  as 
you  do  and  you  treat  them  that  way  — I absolutely  demand 
it. 

The  other  rule  is  the  Stupid  Rule;  this  is  a great  rule.  The 
Stupid  Rule  says,  “Hey  look,  even  to  get  in  the  Army,  never 
mind  being  a noncommissioned  or  a commissioned  officer, 
you  just  can’t  be  stupid.  We  just  don’t  have  stupid  people  in 
this  Army.  Interestingly  enough,  however,  you  will  get  stupid 
orders.  You  will  get  some  really  ugly  transmissions  — you  may 
even  get  some  from  me.  But  I’ll  tell  you  this  — if  you  believe 
what  I’ve  just  told  you:  First  of  all,  I know  this  guy  is  a great 
American  and  second,  I know  for  a moral  certainty  that  he’s 
not  stupid,  but  this  order  (or  policy  or  mission  or  whatever) 
is  just  stupid,  then  there  are  just  three  possibilities:  You  know 
something  I don’t  know;  I know  something  you  don’t  know; 
or  the  message  is  garbled. 

Don’t  opt  out  by  saying,  “Look  at  this  stupid  thing  I got 
from  those  Communists  up  there.”  No,  they’re  great  Ameri- 


cans, so  you  couldn’t  have  got  it  from  Com- 
munists and  they’re  not  stupid,  so  you  know 
something  they  don’t  know,  they  know 
something  you  don’t  know,  or  the  message 
is  garbled. 

Call  me  on  the  Stupid  Rule;  call  me  up 
and  say,  “Sir,  I’m  calling  the  Stupid  Rule. 
Look  at  this.”  And  we’ll  figure  out  what  it 
is.  I’ve  been  doing  this  probably  about  20 
years  and  I don’t  think  I’ve  ever  had  more 
than  seven  or  eight  people  in  that  whole  time 
call  me  up  with  the  Stupid  Rule.  And  every 
single  time  it  was  the  message  that  was 
garbled.  That’s  just  communication,  and  we 
can  fix  that. 

Those  are  my  only  two  rules.  Follow  the 
Great  American  rule  — treat  people  like  what  they  are.  These 
are  active  duty,  Reserve,  civilian,  or  uniformed  people  who 
have  deliberately  chosen  to  serve  their  nation.  And  you  treat 
them  that  way.  I’ll  treat  you  the  same  way. 

This  is  a tough  business  and  I’ve  certainly  got  a lot  to  learn 
about  recruiting.  I’m  not  going  to  go  visit  a recruiting  station, 
dust  myself  off  and  say,  “Well,  I guess  I know  now  what  it’s 
like  to  recruit  soldiers.”  Because  I won’t  be  there  the  way  you 
are,  every  day,  in  the  trenches,  every  day  interviewing.  I know 
I haven’t  got  the  time  left  in  my  life  to  become  the  best  recruiter 
in  the  world,  and  I’m  not  going  to  try  because  I’ve  already  got 
the  best  recruiters  in  the  world.  You  take  care  of  recruiting  and 
I’ll  take  care  of  the  command. 

I was  asked  as  I was  walking  off  the  field  from  the  change 
of  command  to  give  my  first  impression  of  the  United  States 
Army  Recruiting  Command,  and  I said,  ‘In  a word,  profes- 
sional.” It’s  important  to  be  professional.  We  use  that  word  as 
one  of  our  highest  compliments.  I know  this  recruiting  year 
has  been  remarkably  difficult,  even  for  professionals.  I under- 
stand that  it  takes  a tremendous  amount  of  work,  and  profes- 
sionalism, and  continued  education,  and  teaching  one  another, 
and  helping  one  another  out  to  get  this  mission  accomplished. 
We  have  increased  production  significantly.  That’s  the  good 
news;  the  bad  news  is  that  we  have  to  go  at  least  that  far  again. 
It’s  a steep  slope  and  I understand  that.  But  it’s  only  hard,  it’s 
only  difficult;  it’s  absolutely  doable.  We  just  have  to  figure  out 
how  to  do  it. 

The  theme  for  this  month’s  issue  of  the  Recruiter  Journal , 
Family  and  Quality  of  Life,  is  particularly  timely  for  my  first 
column  for  th t Recruiter  Journal.  As  the  new  guy  on  the  block, 
I am  well  aware  that  I know  little  about  recruiting.  I do  know, 
however,  of  the  importance  of  taking  care  of  soldiers  and  I am 
absolutely  committed  to  your  well-being.  As  I travel  around 
the  command,  my  first  questions  of  your  commanders  will 
center  on  quality  of  life,  on  the  effectiveness  of  family  services, 
the  Unit  Family  Ministry  Teams,  sponsorship,  medical  care, 
and  other  family- related  matters.  It’s  important  enough  to 
dedicate  an  issue  of  this  journal  to  its  theme. 

I am  thrilled  to  be  here.  I look  forward  to  learning  from  you. 


MG  Mark  R.  Hamilton 
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Introducing  the  DCG  (East) 


New  DCG  (East)  brings  a new  perspective 


Brigadier  General 
Stephen  R.  Smith  ar- 
rived in  late  July  to  take  over 
duties  as  the  USAREC  Dep- 
uty Commanding  General 
(East).  Although  BG  Smith 
has  no  previous  experience 
in  USAREC,  he  under- 
stands fully  the  importance 
of  our  mission  and  duties. 

He  comes  to  USAREC  from 
PERSCOM,  where  he 
served  as  The  Adjutant  Gen- 
eral of  the  Army  and,  most  recently,  as  the  Director  of  Enlisted 
Management. 

“The  three  pillars  of  Army  readiness  are  quality  recruiting, 
healthy  retention,  and  controlled  attrition,”  BG  Smith  said, 
“and  the  proper  management  of  each  is  vital  to  the  strength  of 
our  defense.” 

The  drawdown  significantly  reduced  the  size  of  the  Army 
over  the  past  decade,  and  the  declining  missions  of  the  early 
’90s  were  developed  as  a delicate  balance  between  force  reduc- 
tion and  the  need  for  young  quality  troops.  BG  Smith  ex- 
plained that,  with  a stable  end  strength,  the  recent  missions 
(FYs  97  and  98)  reflect  the  need  to  replace  every  departing 
soldier,  something  that  was  not  needed  during  the  drawdown. 
He  stated  that  even  with  the  Quadrennial  Defense  Review 
(QDR)  recommendation  of  an  additional  15,000  end  strength 
reduction,  accessions  will  be  more  important  than  ever. 

“This  QDR  will  result  in  a fairly  small  reduction  compared 
to  earlier  cuts;  we,  therefore,  must  continue  to  enlist  quality 
soldiers  and  build  for  our  Army's  future,”  Smith  commented. 

During  the  drawdown,  one  question  frequently  asked  of 
Army  recruiters  was  why  they  were  still  “hiring”  when  the 
Army  was  cutting  the  total  number  of  soldiers.  While  the 
general  public  may  not  have  understood  recruiting  missions 
during  the  drawdown,  Smith  described  the  need  for  new 
soldiers  as  a way  to  “reinject  vitality”  into  the  Army.  There  is 
a constant  need  for  an  influx  of  new  soldiers,  not  only  to  fill 
unit  vacancies  but  also  to  train  up  new  soldiers  and  to  provide 
refresher  training  and  career  progression  for  more  experienced 
soldiers. 

As  the  58th  Adjutant  General  of  the  Army,  Smith  managed 
education,  promotion,  and  separation  programs,  but  readiness 
was  a daily  issue  with  him  when  he  was  commander  of  the 
18th  Personnel  Group  (Airborne),  XVIII  Airborne  Corps,  at 
Fort  Bragg. 

“We  had  to  plan  for  contingency  missions  — it  was  ‘wheels 
up’  in  18  hours.  So  I saw  there  what  it  took  to  keep  trained  up 
and  ready  to  deploy,”  Smith  explained. 

Smith  was  also  assigned  as  the  J-l,  Joint  Task  Force  for 
Operation  Restore/Uphold  Democracy  in  Haiti  in  1994. 


“That  was  no  time  to  worry  about  readiness.  There  was  no 
build-up;  we  needed  what  we  needed  then  and  there,”  he  said. 

From  November  1995  until  his  assignment  to  USAREC,  as 
the  director  of  Enlisted  Personnel  Management  (EPMD)  of 
the  Total  Army  Personnel  Command  (PERSCOM),  Smith’s 
job  was  to  ensure  field  units  had  enough  soldiers  in  the  right 
ranks  and  specialties  to  perform  the  unit  mission;  he  and  his 
staff  at  EPMD  determined  job  and  unit  assignments,  as  well 
as  school  and  training  assignments.  He  explained  that  certain 
units  take  greater  precedence  over  others  when  it  comes  to 
priority  of  fill  and  recruiting  is  one  of  the  top  priorities. 

Smith  is  now  approaching  his  newest  assignment  with 
enthusiasm. 


“I  have  long  had  a deep  appreciation  for  the  criticality  of 
recruiting.  It  all  starts  here,  and  now  it  is  my  responsibility  to 
take  care  of  recruiters,”  Smith  said.  “Reduced  accessions  will 
undermine  Army  readiness,  and  while  the  nature  of  this  or- 
ganization makes  it  difficult  to  properly  compensate  recruiters 
and  their  families  for  what  they  do,  I want  to  stress  again  and 
again  how  important  recruiters  are.” 

The  new  DCG  (East)  wants  to  put  more  emphasis  on  good 
quality  NCOs  getting  out  in  front  of  young  people  to  tell  the 
Army  story,  and  he  stresses  that  recruiters  must  set  the  example 
of  integrity  and  Army  values. 

“I  ask  all  recruiters  to  think  about  what  they’re  doing  at  all 
times  and  to  ask  themselves  if  what  they  are  doing  is  right, 
legal,  moral,  ethical,  and  just,”  he  stated.  “If  they  can  say  yes, 
then  they’re  always  going  to  be  Army  role  models  in  their 
community.” 


Smith  has  a genuine  concern  for  qual- 
ity of  life  and  recruiting  families.  ‘T  am 
very  aware  of  the  fact  that  the  Army’s 
support  structure  is  not  available  to 
many  recruiting  families  in  isolated  ar- 
eas. If  s the  nature  of  recruiting  that  we 
must  ask  fine  NCOs  to  leave  what 
they’re  most  comfortable  with  and  be 
assigned  in  a community  that  often 
doesn’t  understand  the  Army  and  has  little  of  the  support 
structure  of  a traditional  post.  But  no  one  can  tell  the  Army 
story  better  than  a quality  NCO.  My  first  priority  is  to  support 
the  recruiter. 


"Espetially  in 
these  thalleng- 
ing  times , we 
need  to  sustain 
eath  other/' 


“Fiscal  year  1997  has  been  a very  challenging  year,  and  I urge 
everyone  in  USAREC  — civilian  and  military  — to  keep  a 
positive  attitude,”  Smith  urged.  “Especially  in  these  challeng- 
ing times,  we  need  to  sustain  each  other.  As  in  other  priority 
units,  there  is  a constant  influx  of  new  personnel,  and  your 
attitudes  can  affect  young  recruiters  coming  in.  Those  attitudes 
can  affect  Army  readiness. 

“Recruiting  is  essential  for  the  Army  and  our  nation.  I’ll  do 
everything  I can  to  support  the  civilians  and  soldiers  who 
contribute  so  much  to  this  mission.  They’re  terrific.”  ^ 
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News  Briefs 


j 


Medical  waivers  being  tightened 
for  EPTS  conditions 

To  inquire  about  the  possibility  of  a 
medical  condition’s  being  waiverable,  re- 
cruiters need  to  contact  their  Chief  Medi- 
cal Officer  (CMO),  who  in  turn,  will  call 
the  Command  Surgeon’s  office,  if  neces- 
sary. 

Recruiters  are  reminded  to  use  the 
Dial-A-Medic  Program,  (504)  943- 
1486/1488.  Dial-A-Medic  provides  re- 
cruiters with  direct  telephonic  access  to 
the  MEPS  medical  section,  enabling 
them  to  obtain  answers  to  questions  con- 
cerning an  applicant's  medical  conditions 
or  problems  prior  to  scheduling  a MEPS 
medical  examination.  This  telephonic 
communication  will  allow  the  recruiter 
to  understand  the  type  of  supporting 
medical  documents  required  to  expedite 
the  medical  examination.  This  program 
provides  the  recruiter  with  the  opportu- 
nity to  increase  productivity  by  decreas- 
ing the  amount  of  time  spent  with 
medically  disqualified  applicants.  Dial-A- 
Medic  should  be  called  for  any  questions 
about  an  applicant’s  medical  condition. 

Numerous  applicants  and  their  parents 
call  the  Command  Surgeon  frequently  to 
inquire  as  to  why  their  medical  waivers 
were  disapproved.  Recruiters  are  not  to 
give  applicants  (or  their  parents,  family 
members,  etc.)  the  Command  Surgeon’s 
phone  number.  Applicants  must  go 
through  their  recruiter,  who  in  turn 
should  go  through  their  battalion  liaison. 
Battalion  liaisons  will  go  through  the 
CMO,  if  necessary. 

It  needs  to  be  stressed  that  each  waiver 
is  considered  on  a case-by-case  basis  and 
decisions  are  based  on  extensive  medical 
knowledge  and  the  stringent  require- 
ments of  the  Army.  Applicants,  their  par- 
ents, and  recruiters  need  to  know  what 
may  seem  insignificant  to  them  or  others 
is  vital  to  the  good  of  the  Army,  and  the 
Command  Surgeon’s  decision  is  final. 

He  is  becoming  more  stringent  to  reduce 
the  volume  of  Existed  Prior  to  Service 
(EPTS)  discharges. 

Applicants  who  are  functioning  well 
now,  have  credible  recommendations 
from  civilian  doctors,  and  can  “jump 
buildings  in  a single  bound”  cannot 
guarantee  they  won’t  experience  prob- 
lems under  the  vigors  of  military  train- 
ing. IPs  more  cost-effective  for  the 
Army  as  a whole  to  disapprove  a medical 
waiver  and  avoid  a costly  EPTS  dis- 
charge. 


Medical  waivers  will  not  be  reconsid- 
ered unless  there  is  additional  medical 
information  that  may  indicate  an  individ- 
ual’s ability  to  accomplish  a military  mis- 
sion with  his/her  disqualifying  condition. 
This  does  not  include  commendable  rec- 
ommendations from  civilian  doctors. 


Two  battalions  earn  Army 
Superior  Unit  Award 

The  Phoenix  Recruiting  Battalion  has 
earned  the  prestigious  Army  Superior 
Unit  Award  for  “meritorious  perform- 
ance of  a difficult  and  challenging  mis- 
sion.” The  award  is  for  the  period  of  July 
1,  1995,  through  June  30,  1996.  [The 
award  was  approved  in  April  and  pre- 
sented to  the  battalion  on  July  10, 

1997.] 

The  award,  which  is  authorized  by 
Secretary  of  the  Army  Togo  West,  was 
presented  to  the  battalion  because  it  “dis- 
tinguished itself  by  consistendy  accom- 
plishing over  100  percent  of  its  assigned 
Regular  Army  and  Army  Reserve  enlist- 
ment missions.” 

The  Jacksonville  Recruiting  Battalion 
received  its  second  Army  Superior  Unit 
Award  during  a ceremony  July  18,  1997. 
MG  Arthur  T.  Dean,  Director  of  Mili- 
tary Personnel  Management,  DCSPER, 
presented  the  award,  which  was  earned 
for  peacetime  accomplishment  of  a diffi- 
cult and  challenging  mission  under  ex- 
traordinary circumstances  in  FY  95. 


National  Hispanic  Heritage  Month 
is  Sept.  1 5 - Oct.  1 5 

Every  year  since  1968,  by  presidential 
proclamation,  a week  has  been  set  aside 
to  honor  the  contributions  of  Hispanic- 
Americans.  Recognizing  that  a week  was 
not  enough  to  recognize  Hispanic 
achievements  and  contributions,  Con- 
gress voted  in  1989  to  expand  this  week 
to  a month-long  celebration,  known  as 
National  Hispanic  Heritage  Month.  The 
theme  for  1997  is  “Educational  Excel- 
lence: Building  Opportunities  for  Our 
Youth.”  Rather  than  a celebration  of  past 
Hispanic  achievements,  this  year’s  theme 
illuminates  the  present  educational  crisis 
among  Hispanic  youth.  (USAREC’s  His- 
panic Influencer  Alliance  seeks  to  assist 
the  goal  of  keeping  Hispanic  youth  in 
school  and  off  drugs;  see  last  month’s  Re- 
cruiter Journal  for  more  information  on 
that  alliance.) 

To  help  you  celebrate  National  His- 
panic Heritage  Month,  or  if  you  need  as- 


sistance for  the  Hispanic  celebration  in 
your  recruiting  community,  contact  your 
battalion  Equal  Opportunity  repre- 
sentatives or  the  following  Equal  Oppor- 
tunity advisors: 

HQ  USAREC 

MSG  Martinez,  SFC  Bernard  — 

(502)  626-0193 

1st  Brigade 

SFC  Lyons  — (410)  674-7800,  ext. 
2207 

2d  Brigade 

SFC  Jackson  — (404)  362-3212 

3d  Brigade 

SFC  Menefield  — (502)  626-0658 

5th  Brigade 

SFC  Sharks  — (210)  221-0525 

6th  Brigade 

SFC  Eckols  — (415)  561-7148,  ext. 

Ill 


Explore  Military  Careers  on  the 
Internet 

Now  thanks  to  the  World  Wide  Web, 
students,  parents,  and  guidance  counsel- 
ors have  wider  and  easier  access  than 
ever  to  the  ASVAB  Career  Exploration 
Program,  the  Department  of  Defense’s 
“Military  Careers”  handbook,  links  to 
military  recruiting  links  and  more. 

Posted  and  maintained  by  the  Defense 
Manpower  Data  Center,  the  ASVAB 
Career  Exploration  Program,  found  at 
http://www.dmdc.osd.mil/~asvab,  of- 
fers tools  for  determining  a personal  pro- 
file of  abilities,  interests  and  preferences, 
links  to  matching  occupations,  ASVAB 
information,  occupational  information  in 
the  form  of  the  U.S.  Department  of  La- 
bor’s “Occupational  Outlook  Hand- 
book” and  the  U.S.  Department  of 
Defense’s  “Military  Careers”  and  much 
more. 

The  “Military  Careers”  handbook  may 
also  be  accessed  at: 

http://www.myfuture.com  as  well  as  at 
http://www.militarycareers.com. 

“My  Future”  offers  information  on  pre- 
paring resumes,  job  interviews,  college  fi- 
nancial aid,  managing  money  and 
contains  a portion  of  the  ASVAB  Career 
Finder,  while  the  second  web  site  concen- 
trates on  military  occupations.  Both  con- 
tain links  to  the  armed  forces  recruiting 
services. 
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News  Briefs 


Additionally,  the  CD-ROM  version  of 
“Military  Careers”  should  be  available 
[through]  command  channels  at  recruit- 
ing stations  in  Autumn  1997. 

USMEPCOM  News  Release 


Use  of  seatbelts 

Recently,  several  members  of  the  com- 
mand were  involved  in  vehicle  accidents 
resulting  in  serious  injury  or  death.  Seat- 
belts  were  not  worn.  The  CG  has  ob- 
served members  of  the  command 
operating  vehicles  without  using  seat- 
belts  and  directed  that  commanders 
make  their  personnel  aware  of  the  com- 
mand’s policy  on  the  use  of  seatbelts. 

The  use  of  seatbelts  is  not  an  option. 
The  use  of  seatbelts  is  required  by  AR 
385-55  (Prevention  of  Motor  Vehicle 
Accidents)  and  49  states  (all  except  New 
Hampshire)  plus  the  District  of  Colum- 
bia have  mandatory  seatbelt  laws.  In  ad- 
dition USAREC  Reg  56-1 
(Management  of  Government  Owned 
Vehicle)  also  requires  mandatory  use  of 
seatbelts. 

Commanders  at  all  levels  should  en- 
sure that  personnel  comply  with  wearing 
seatbelts.  Soldiers  are  required  to  use 
seatbelts  anytime  they  are  driving  or  rid- 
ing in  a military  vehicle  or  POV  The 
regulation  applies  even  in  the  absence  of 
a state  law  to  wear  seatbelts.  Remember, 
over  50  percent  of  all  fatalities  involving 
vehicles  could  have  been  prevented  if 


Update  your  home  address  and 
other  family  information  in  your 
DEERS  files 

You’ve  probably  heard  about  DEERS. 
You  probably  know  that  it’s  the  Defense 
Enrollment  Eligibility  Reporting  Sys- 
tem, and  that  it’s  a world-wide  database 
of  military  families,  retirees,  and  others 
who  are  eligible  for  health  care  benefits 
under  TRICARE  (as  well  as  other  bene- 
fits). 

You  may  even  know  that  active-duty 
service  members  and  military  retirees  are 
automatically  registered  in  the  DEERS 
computer  files. 

But  do  you  know  that  all  of  the  other 
information  in  the  DEERS  files  — such 
as  your  home  address,  and  information 
about  your  spouse  and  children  — is 
listed  and  updated  only  if  vou  take  ac- 
tion to  give  the  information  to  DEERS? 

When  the  DEERS  files  aren’t  updated 


by  military  sponsors,  problems  can  arise. 
For  example,  TRICARE  contractors  use 
home  addresses  in  the  DEERS  files 
when  they  send  information  about 
health  benefits  to  families.  But  it’s  esti- 
mated that  up  to  half  of  the  addresses  of 
active-duty  military  families  in  the 
DEERS  files  are  incorrect,  because  the 
DEERS  file  was  not  updated  by  the 
sponsor  when  a family  moved.  So,  the  in- 
formation goes  to  the  wrong  address, 
and  the  family  may  never  receive  it.  It 
also  causes  problems  when  a military 
sponsor  gets  married,  divorced,  has  a 
child,  adopts  a child,  etc.,  and  he  or  she 
doesn’t  tell  DEERS  about  the  change. 

Health  benefits  under  TRICARE  may 
be  denied  because  the  DEERS  files 
weren’t  updated  by  the  military  sponsor, 
and  they  have  no  record  of  a new  spouse 
or  a child.  Or  a claim  may  be  paid  by 
mistake  because  there  was  no  record  in 
DEERS  of  a divorce  or  death  that  took 
place,  or  of  a regaining  of  Medicare  enti- 
tlement. The  government  is  required  by 
law  to  get  the  money  back  from  the  per- 
son to  whom  it  was  incorrectly  paid,  re- 
gardless of  who  was  responsible  for  the 
mistake. 

You  can  head  off  these  problems  by 
contacting  the  nearest  uniformed  service 
personnel  office  for  assistance  with  send- 
ing DEERS  any  changes  to  your  home 
address,  or  to  any  family  member’s  status 
(including  the  registration  of  newborns, 
which  should  be  done  as  soon  as  possible 
after  a child  is  born),  or,  you  may  call  the 
DEERS  Support  Office  directly,  at  one 
of  the  following  toll-free  numbers:  1- 
800-334-4162  (California  only);  1-800- 
527-5602  (Alaska  and  Hawaii  only);  or 
1-800-538-9552  (all  other  states). 

GOV  safety  awards 

Congratulations  to  the  Portland  Battal- 
ion and  to  the  3d  and  5th  AMMEDs  for 
an  exceptional  quarter  in  GOV  safety. 
These  units  had  no  accidents  for  the  3d 
quarter,  to  include  no  repair  costs,  hit 
while  parked,  or  injuries. 

This  is  the  second  quarter  in  a row 
that  Portland  has  not  had  a recordable 
accident  (recordable  accident  being  over 
$2000  in  property  damage).  The  2d 
AMEDD  had  only  one  accident  for  a 
total  of  $1,000.  Good  driving! 

Story  ideas? 

E-mail  RJ  comments  or  suggestions 
to:  welkerk@usarec.army.mil. 


Budgeting  Allows  Guilt-Free 
Spending 

Well,  have  you  completed  your  Christ- 
mas cards  and  selected  those  memorable 
gifts  for  the  holiday  season?  You  haven’t? 
Well,  relax,  ids  only  5eptember  and  you 
have  plenty  of  time.  What  you  do  need  to 
do  is  start  your  budget  planning  for  the 
December  holiday  season. 

Many  people  think  a budget  is  some- 
thing that  tells  you  what  you  can’t  spend. 
On  the  contrary,  a budget  allows  you  to 
know  up  front  what  you  can  spend.  It  al- 
lows you  and  your  family  to  enjoy  a guilt- 
free  holiday  season  without  fearing  the 
mail  in  January,  February,  March  . . . 

(you  know,  those  nasty  envelopes  with 
the  windows  that  carry  bills  from  your 
December  charges). 

$tart  early  to  decide  what  you  need  and 
want  to  buy  during  the  holiday  season. 
Then  decide  what  you  need  to  set  aside 
each  month  to  get  you  there.  There  may 
be  a trip  or  a treat  that  has  to  be  skipped 
during  the  next  few  months  if  you  want 
to  meet  your  goal,  but  the  reward  will 
come  in  January  1998  when  you  don’t  go 
through  a finanacial  “hang-over.”  Then 
all  you  have  to  worry  about  are  the  thank- 
you  cards  and  the  long  lines  at  the  return 
or  exchange  counters  at  the  stores. 

You  did  get  your  thank-you  cards  done, 
didn’t  you? 


JRISS  on  the  Move 

The  3d  Brigade  is  on  target  for  fielding 
of  the  JBJS5  Increment  Alpha,  1800  lap- 
tops. These  166MMX,  32m  RAM  lap- 
tops will  be  preloaded  with  Microsoft 
Office  Professional  97,  the  JRI55  Army 
Multimedia  $ales  Presentation,  Microsoft 
Exchange  mail  software,  and  the  newly 
updated  Computerized  Adaptive  Screen- 
ing  Test. 

Future  Fielding  Schedule:  Work  is 
underway  to  field  the  remaining  four  bri- 
gades in  FY  98:  5th  and  6th  Brigades  in 
August  1998,  and  1st  and  2d  Brigades  in 
August  1999  with  electronic  packet,  pro- 
jection, and  leads  software  - the  entire 
JRISS  package. 

The  Proof  is  in  the  Pudding.  Results 
from  the  Louisville  and  Radcliff  Com- 
pany fieldings  show  that  the  Conduct-to- 
Test  conversion  increased  6 percentage 
points  and  they  experienced  8 percent 
more  Test  Pass  over  the  last  like  period. 
Radcliff  produced  1 1 more  contracts 
than  the  last  three-month  like  period. 
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There  are  two  steps  necessary  to  retain  enthusiasm: 

• Prior  to  taking  action,  research  your  product.  Read  your  RPIs  and 
regulations,  question  other  recruiters  in  your  station,  become  the 
expert  on  the  Army  product.  You  must  also  know  your  competition. 
Be  prepared  to  respond  to  questions  concerning  not  just  the  other 
services,  but  colleges,  vocational-technical  schools,  and  businesses  within  your 
recruiting  area.  Product  knowledge  will  also  build  confidence.  Learning  your 
product  is  an  essential  key  to  your  success. 

Review  and  remember  your  accomplishments  and  successes.  Recruiting 
Command  only  selects  from  the  top  10  percent  of  the  Army.  This  means  you 
were  selected  for  recruiting  duty  based  upon  your  accomplishments,  and 
successes.  Your  achievements  have  set  you  apart  from  your  peers.  Keep  in 
mind  what  you  did  to  achieve  those  accomplishments  and  use  those  same 
principles  in  recruiting.  Set  both  your  personal  and  professional  goals  for  the 
future,  and  make  a plan  to  achieve  them,  then  work  your  plan. 


by  SFC  Wayne  C.  Stivalefta,  HQ, 

USAREC 

Today’s  recruiting  is  a 

tough  and  demanding  job. 
The  constant  pressure 
coupled  with  daily  rejection 
creates  difficulty  in 
maintaining  a positive 
attitude.  A positive  attitude 
is  the  most  important 
ingredient  to  becoming  a 
successful  recruiter.  A 
prospect  mirrors  a 
salesperson’s  attitudes  and 
expectations.  If  the  recruiter 
does  not  expect  the 
prospect  to  buy,  he  creates 
doubt  andnegative 
expectations  in  the 
prospect.  In  this  article  we 
will  explore  the  eight  keys 
to  maintaining  a positive 
attitude 

Enthusiasm  is  the  great 
equalizer.  It  can  help  us 
overcome  obstacles  and  can  often 
make  up  for  deficiencies  or  lack 
of  skill  in  a particular  area. 
Enthusiasm  will  enhance  your 
sales  ability  and  place  your 
applicant’s  focus  on  you  and  your 
product. 


Focus  on  the  positive:  In  any  negative  situation,  accentuate  the  good  that 
comes  out  of  it  and  concentrate  on  turning  this  to  an  advantage  next  time.  Begin 
your  day  with  a fresh  pressed  uniform,  and  spend  a few  moments  looking  at 
yourself  in  the  mirror.  Think  positively  about  who  you  are  and  what  you 
represent.  This  will  set  a positive  tone  for  the  entire  day.  Remember,  you  are  the 
most  important  link  to  the  Army’s  success. 

Professional  pride:  As  Army  recruiters  we  should  feel  pride  in  the  knowledge 
that  each  time  we  tell  the  Army  story  we  help  shape  and  mold  the  lives  of  others. 
You  are  essential  to  the  Army’s  existence.  You  are  the  first  step  in  creating  and 
maintaining  the  finest  Army  in  the  world  today.  Until  you  feel  pride  in  yourself 
and  the  Army,  you  cannot  develop  the  powerful  positive  attitude  essential  to  your 
success  and  the  success  of  our  command.  You  serve  the  greatest  nation  in  the 
world  and  the  Army  that  keeps  it  free. 

Invest  in  your  profession:  You  must  invest  time,  energy,  and  enthusiasm  to 
develop  a mastery  of  your  skill.  In  order  to  stay  100  percent  invested,  you  must 
have  something  at  stake  — your  self-esteem,  rank,  reputation,  the  well-being  of 
your  family  — anything  that’s  important  to  you.  Once  you  have  invested  in  the 
process  of  sales,  your  rewards  for  the  accomplishment  of  your  goals  will  follow. 
Your  reward  might  be  the  sense  of  accomplishment  that  comes  with  a successful 
close,  a gold  badge,  or  the  respect  and  admiration  of  your  peers.  Whatever  the 
reward,  you  will  know  that  you’re  doing  the  right  thing  for  yourself  and  your 
applicants. 

Invest  in  yourself:  The  most  important  asset  you  have  as  a recruiter  is  yourself. 
You  are  the  Army  representatives  in  your  communities.  No  one  knows  more 
about  the  Army  programs  than  you  do.  Start  every  morning  on  a positive  note. 
Set  aside  15  minutes  to  read  or  listen  to  a positive  message  from  the  motivational 
or  self-help  field.  Listen  to  tapes  and  read  books  on  positive  thinking,  sales 
techniques,  and  psychology.  Take  full  advantage  of  every  training  opportunity. 
Develop  an  exercise  program  to  keep  your  body  as  sharp  as  your  mind  is 
important.  This  will  relieve  stress,  improve  your  appearance,  and  build  your 
confidence.  Ask  yourself  at  the  end  of  every  day  “Did  I give  it  my  best?”  William 
H.  Danforth,  founder  of  Ralston  Purina  and  author  of  the  inspirational  book! 
Dare  You , used  this  motto  for  living  a better  life:  ‘To  be  our  own  selves,  at  our 
very  best,  all  the  time.” 
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Positive  persistence:  To  be  a successful  recruiter  you  must  be  extremely 
persistent.  The  key  to  being  persistent  is  to  do  it  in  a positive  way.  It’s  more 
than  just  showing  up  on  someone’s  doorstep  day  after  day  and  asking  them  to 
enlist.  You  must  always  have  a reason  for  a call,  whether  it’s  new  information 
about  the  Army  products  or  an  increase  in  pay  you  think  the  customer  might 
be  interested  in.  Persistence  must  not  become  annoyance,  which  could  cost 
you  future  contracts.  Learn  to  read  your  applicant’s  gestures,  emotions,  and 
body  movements  that  could  indicate  the  applicant  is  truly  not  interested.  When 
this  occurs,  thank  the  applicants  for  their  time  and  let  them  know  you  will 
contact  them  some  time  in  future.  With  experence  you  will  eventually  develop 
an  instinct  for  when  a prospect  is  truly  interested. 

Surround  yourself  with  the  markers  of  success.  Keep  track  of  key 
achievements  or  goals  (gold  badge,  ring,  awards,  etc.)  or  anything  that  can 
help  you  focus  on  the  positive  when  things  get  tough.  Tape  the  word 
“attitude”  to  your  bathroom  mirror,  in  your  personal  vehicle,  your 
government  vehicle,  or  wherever  you  can  look  at  it  every  single  day.  Realize 
that  your  success  is  determined  more  by  attitude  than  anything  else. 

Learn  from  failure.  This  is  the  most  important  key.  Not  everyone  we  talk  to 
is  going  to  join  the  Army.  So  if  you  want  to  succeed,  have  the  courage  to  fail, 
and  learn  from  your  mistakes  Failure  isn’t  failure  if  you  discover  its  lessons. 
Remember  the  Champion’s  Creed:  I am  not  judged  by  the  number  of  times  I 
fail,  but  by  the  number  of  times  I succeed,  and  the  number  of  times  I succeed 
is  in  direct  proportion  to  the  number  of  times  I can  fail  and  keep  trying. 

One  Harvard  Business  School  study  determined  that  there  are  four  factors 
critical  to  sales  succeess:  information,  intelligence,  skill,  and  attitude.  When 
these  factors  were  ranked  by  importance,  this  particular  study  found  that 
information,  intelligence,  and  skill  combined  amounted  to  seven  percent  of 
that  93  percent  of  our  success  in  sales,  at  work  and  life  results  from  our 
attitude ? 


— A study  on  sales  came  up 
with  four  factors  of 
success.  In  order  of 
importance,  the  study  found 
information,  intelligence, 
and  skill  amounted  to  7 
percent  of  sales 
effectiveness  — attitude 
amounts  to  93  percent. 


If  one  advances 

confidently  in  the 
direction  of  his  dreams, 
and  endeavors  to  live  the 
life  which  he  has 
imagined,  he  will  meet 
with  a success 
unexpected  in  common 
hours. 

Henry  David  Thoreau 


The  secret  of  success  is 

constancy  to  purpose. 

Benjamin  Disraeli, 
Earl  of  Beaconsfield 


Nothing  succeeds  like 

success. 

Alexandre  Dumas 
the  Elder 


He  may  well  win  the 

race  that  runs  by  himself. 

Benjamin  Franklin 


Winning  isn't  every- 
thing, but  wanting  to 
win  is. 


Vince  Lombardi 


Our  doubts  are  traitors. 

And  make  us  lose  the 
good  we  oft  might  win, 
by  fearing  to  attempt. 

William  Shakespeare 


Man  is  a long  time 

coming.  Man  will  yet 
win... 


Carl  Sandburg 


Recruiter  Journal  / Sep  97 


7 


Sponsorship 
in  recruiting 

— A New 

Recruiting  ITear’s 
Resolution 

Bottom  line  up  front:  Sponsorship  sets  the  tone  for  the 
quality  of  life  in  a unit.  This  is  a truism  throughout  the  Army 
and  it  is  true  in  USAREC  today.  As  we  approach  the  new  fiscal 
year,  it  may  be  time  to  make  a New  Recruiting  Year  resolution, 
to  improve  our  unit  sponsorship  programs. 

In  USAREC,  incoming  soldiers  rely  much  more  on  their 
sponsors  for  good  information  concerning  their  new  assign- 
ments than  soldiers  serving  on  or  near  military  installations. 
That  old,  familiar  Army  Community  Service  center  with  its 
welcome  packet  and  Standard  Installation  Topic  Exchange 
Service  (SITES)  booklets,  is  just  not  available  in  most  locations 
where  we  have  USAREC  soldiers  stationed  with  and  without 
family  members.  Sponsors  must  take  a more  active  role  in 
welcoming  new  members  to  their  new  command.  Command- 
ers and  senior  noncommissioned  officers  must  ensure  sponsors 
are  given  enough  time  to  do  the  job  right. 

Take  a good  look  at  battalion,  company,  and  station  welcome 
packets  checklists  and  sponsor  letters  to  ensure  they  contain 
up-to-date  information  about  the  duty  assignment.  This  is  a 
good  time  to  contact  local  chambers  of  commerce,  hospitals, 
and  government  offices  to  get  updated  information  on  avail- 
able services,  vehicle  licensing,  utility  information,  and  local 
attractions.  It’s  also  a good  time  to  check  those  inprocessing 
check  lists  to  ensure  all  the  bases  are  covered.  Don’t  overlook 
the  special  needs  of  soldiers  enrolled  in  the  Exceptional  Family 
Member  Program. 

Nonappropriated  funds  are  available  in  all  USAREC  battal- 
ions to  reimburse  child  care  costs  of  spouses  attending  new- 
comers’ orientations.  With  all  the  changes  we  are  going 
through,  if  s a great  idea  for  spouses  to  get  involved  with  their 
new  unit  early  on  and  find  out  about  TRICARE,  family 
support  groups,  and  Army  Family  Team  Building. 

Family  services  coordinators  in  USAREC  help  commanders 
by  providing  sponsorship  training  while  the  mechanics  of  the 
sponsorship  program  are  performed  by  the  personnel  who 
monitor  assignments  in  the  battalion  and  brigade  S-l  offices. 
Even  the  most  seasoned  soldiers  benefit  from  attending  spon- 
sorship training.  Remember  that  a commander’s  welcome  and 


a sponsor’s  support  are  the  first  indicators  incoming  soldiers 
and  families  use  to  measure  the  quality  of  life  in  their  new  units. 
When  people  feel  they  are  important  to  the  unit,  they  take  pride 
in  belonging  to  that  unit.  They  also  pass  on  that  pride  when 
they  get  the  opportunity  to  serve  as  sponsors  later  in  their 
assignment. 

Improving  unit  sponsorship  programs  — a resolution  we 
can  make  and  keep.  ^ 


USAREC  Sponsorship  Information 

1 . Sponsorship  is  a commander’s  program.  Commanders 
set  the  tone  of  the  program  in  their  units  and  ultimately 
reap  the  benefit  of  their  commitment.  Commanders  allo- 
cate the  time  and  personnel  to  make  an  effective  spon- 
sorship program  happen. 

2.  To  assist  commanders,  the  USAREC  Soldier/Family 
Assistance  Branch  (Personnel  Directorate)  sends  out  wel- 
come packets  to  the  spouses  of  all  soldiers  attending  the 
Army  Recruiter  Course.  These  packets  provide  to  these 
newcomers  an  overall  look  at  the  command  and  recruiting 
life.  The  keystone  of  the  welcome  packet  is  USAREC  Pam 
608-2,  USAREC  Family  Orientation  Pamphlet,  which  is 
also  available  through  normal  publications  channels. 

3.  When  a unit  assignment  is  made,  the  soldier  should  be 
sent  a welcome  packet  with  specific  information  about  the 
recruiting  unit,  its  geographical  location,  housing,  and  any 
nearby  military  installations.  USAREC  Family  Services 
Coordinators  (FSCs)  have  Standard  Installation  Topic 
Exchange  Service  (SITES)  software  on  their  computers 
which  can  produce  SITES  booklets  packed  with  informa- 
tion about  any  active  duty  military  installation.  SITES 
support  can  also  be  requested  from  any  Army  Community 
Service  Center  or  Navy/Air  Force/Marine  Family  Services 
Center. 

4.  Management  of  the  Army  Sponsorship  Program  in 
USAREC  units  is  the  S-1/Personnel  Sergeant’s  responsi- 
bility. They  are  the  commander’s  staff  officers  who  monitor 
assignments,  deferments,  and  deletions  and  are  in  the 
best  position  to  make  sponsor  assignments  for  the  com- 
mander. Specific  tasks  and  a sponsorship  checklist  are 
contained  in  AR  600-8-8,  The  Total  Army  Sponsorship 
Program;  the  checklist  at  Appendix  B is  used  by  the 
USAREC  Inspector  General  to  evaluate  unit  sponsorship. 

5.  ACS  Officers  on  Army  installations  and  USAREC  FSCs 
at  battalions  are  tasked  to  conduct  sponsorship  training 
for  soldiers  in  the  unit  and  prepare  them  for  these  impor- 
tant duties.  Even  seasoned  soldiers  benefit  from  the 
pointers  contained  in  the  sponsor  training. 

6.  Sponsors  should  be  given  sufficient  time  to  perform 
their  sponsorship  duties.  The  time  a sponsor  takes  to 
assist  an  arriving  soldier  will  enable  that  soldier  to  become 
a productive  member  of  the  unit  in  a shorter  time. 

7.  Sponsorship  sets  the  tone  for  the  quality  of  life  in  a unit. 
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Building  Healthy 


Marriages 

and 

Families 

by  Chaplain  (LTC)  Jatnes  H.  Neely  Sr 


Having  been  on  the  job  since  June,  I am  becoming  well 
aware  of  all  the  things  I don’t  know  about  USAREC.  What  I 
do  know  is  that  there  are  many  committed,  hard-working 
people  who  have  supported  and  been  a part  of  USAREC  for 
many  years.  You  may  be  one  of  them.  I also  know  that 
thousands  of  recruiter  families  and  their  members  have  sought 
and  received  family  support,  guidance,  and  information  from 
USAREC’s  helping  agencies,  i.e.,  Family  Advocacy  programs, 
Army  Family  Team  Building,  the  family  services  coordinators, 
and  chaplains.  These  programs  are  designed  to  improve  con- 
ditions that  ensure  healthy  marriage  and  family  growth  and 
development. 

Marriage  is  a challenge  for  most  couples.  I realize  that  there 
is  nothing  more  important  than  developing  healthier  marriages 
and  families.  Enriching  your  relationship  is  a sound  invest- 
ment. Every  couple  has  differences  and  disagreements,  but 
healthy  couples  find  ways  to  resolve  marital  disputes  without 
turning  them  into  marital  wars.  Don’t  feel  that  you  are  not 
right  for  each  other  because  you  believe  “there  are  many 
problems”  or  “marriage  is  such  hard  work.”  Granted,  any 
marriage  that  stays  healthy  and  happy  throughout  the  years 
has  been  worked  on.  Couples  who  accept  and  appreciate  the 
fact  that  their  spouse  has  independent  opinions  tend  to  reach 
successful  and  satisfying  resolutions. 

Healthy  marriages  are  filled  with  joyful  and  difficult  times. 
These  difficult  times  have  tremendous  impact  on  marriages. 
They  may  lead  to  great  pain  and  disappointment  until  they  are 
clarified  and  a compromise  is  negotiated.  Marriage  is  like  a 
growing  plant.  You  need  to  continue  to  nurture  and  provide  it 
with  positive  things  to  keep  it  growing  healthy. 


In  her  book,  Traits  of  a Healthy  Family,  Dolores  Curran 
identifies  traits  that  healthy  families  seem  to  share.  Her  research 
showed  that  healthy  families: 

1.  Communicate  and  listen. 

2.  Affirm  and  support  one  another. 

3.  Teach  respect  for  others. 

4.  Develop  a sense  of  trust. 

5.  Exhibit  a sense  of  shared  responsibility. 

6.  Teach  a sense  of  right  and  wrong. 

7.  Respect  the  privacy  of  one  another. 

8.  Value  service  to  others. 

9.  Foster  family  table  time  and  conversation. 

10.  Share  leisure  time. 

11.  Admit  to  and  seek  help  for  problems. 

Is  your  family  healthy?  How  does  it  measure  up?  If  your 
marriage  has  the  characteristics  of  these  healthy  family  traits, 
it  will  grow  even  stronger  and  healthier. 

Take  a serious  look  at  your  marriage,  family  relationship, 
values,  and  concerns.  If  you  find  that  your  marriage  could  use 
some  help  to  improve  or  develop  healthy  traits,  try  some 
communication  and  conflict  resolution  skills.  Prepare/Enrich 
Inc.,  has  developed  methods  that  will  help  to  improve  the 
unhealthy  marriage  relationship.  They  offer  the  following 
communication  guidance  to  get  you  started. 
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Ten  Communication  Skills 

1.  Look  for  the  good  in  your  partner  and  give  him/her  a com- 
pliment. 

2.  Praise  your  partner  as  much  as  possible. 

3.  Take  time  to  listen  to  each  other. 

4.  Listen  to  understand,  not  to  judge. 

5.  Use  active  listening,  which  involves  summarizing  your  part- 
ner’s comments  before  you  share  your  reactions  or  feelings. 

6.  Be  assertive.  Share  your  feelings  by  using  “I”  statements  (i.e. 
“I  feel”  or  “I  think”). 

7.  When  issues  arise,  avoid  blaming  each  other  and  seek  solu- 
tions. 

8.  If  problems  persist,  use  the  Ten  Steps  for  Resolving  Couple 
Conflict  (listed  below). 

9.  If  problems  still  continue,  seek  counseling  before  they  be- 
come more  serious.  Doing  so  will  make  it  easier  to  find  solu- 
tions. 

10.  Give  your  relationship  the  same  priority  and  attention  you 
gave  it  when  you  were  dating. 

Ten  Steps  for  Resolving  Couple  Conflict 

1.  Set  a time  and  place  for  discussion. 

2.  Define  the  problem  or  issue  of  disagreement. 

3.  How  do  you  each  contribute  to  the  problem? 

4.  List  past  attempts  to  resolve  the  issue  that  were  not  success- 
ful. 

5.  Brainstorm.  List  all  possible  solutions. 

6.  Discuss  and  evaluate  these  possible  solutions. 

7.  Agree  on  one  solution  to  try. 

8.  Agree  on  how  each  individual  will  work  toward  this  solution. 

9.  Set  up  another  meeting.  Discuss  your  progress. 

10.  Reward  each  other  as  you  each  contribute  toward  the  solu- 
tion. 

As  simple  as  these  skills  and  steps  look,  don’t  take  them 
lightly.  Remember  this  is  not  a game.  Take  time  to  work  and 
focus  on  one  issue  at  a time  and  you  will  discover  new  solutions 
to  old  problems. 

Spiritual  strength  is  fundamental  to  marriage  and  family 
growth.  Religious  faith  is  a resource  to  help  us  handle  issues 
in  life.  Many  couples  fail  to  use  their  faith  and  settle  for  less 
than  the  full  blessings  of  marriage.  Set  aside  and  protect  time 
for  prayer,  worship,  and  spiritual  meditation.  Don’t  assume 
your  spouse  knows  all  of  your  religious  beliefs.  Discuss  and 
share  them.  Together,  let  your  spiritual  search  and  journey 
inform  and  enlighten  your  own  journeys  toward  family  well- 
ness. As  stated  in  Psalm  127:1  (King  James  Version):  “Unless 
the  Lord  builds  the  house,  its  builders  labor  in  vain.  Unless  the 
Lord  watches  over  the  city,  the  watchmen  stand  guard  in  vain.” 
Many  of  you  have  taken  steps  to  “become”  the  happy  and 
successful  recruiter  family  you  wish  to  be,  and  USAREC  has 
been  a helpful  part  in  that  process. 


Recently,  I observed  a family  as  I attended  a recruiter  award 
ceremony  at  USAREC  headquarters.  SFC  David  Dawson, 
from  Recruiting  Operations’  Training  Division,  was  awarded 
the  Army  Recruiter  Ring.  SFC  Dawson’s  wife,  Veronica,  and 
the  four  young  Dawson  daughters  shared  this  special  occasion. 
He  expressed  appreciation  to  his  wife  for  her  support  and 
sacrifices.  She  stood  with  him  before  the  audience  and  proudly 
nodded,  acknowledging  her  efforts  in  helping  her  spouse  to 
“be  all  he  could  be.”  This  couple  seems  to  symbolize  those 
healthy  families  who  have  had  to  shift  priorities,  adjust  career 
plans,  and  work  harder  and  longer  to  accomplish  more.  They 
meet  together  whatever  challenge  is  required  for  mission  ac- 
complishment. Congratulations  to  SFC  Dawson  and  family,  in 
keeping  with  the  proudest  tradition  of  the  Army’s  recruiting 
team. 

The  following  roster  lists  Ministry  Team  contact  numbers 
throughout  the  command.  Please  call  on  us. 

MINISTRY  TEAM  ROSTER 

HQ  USAREC 


LTC  James  H.  Neely  Sr. 

(502)  626-0535/0534 

SFC  Greg  Washington 

DSN  536-0535 

Ms.  Sandra  Healy 

(502)  626-0535/0534 

Fax 

(502)  626-0901 

1st  Brigade 

CPT  Robert  Powers 

(410)  674-7800 

SSG  Virginia  Chappelle 

Ext  7500/7501 
DSN  923-7481 

Fax 

(410)  674-5841 
or  674-8802 

2d  Brigade 

MAJ  David  Norvell 

(404)  362-3207 

SSG  Frank  Brown  Jr. 

DSN  797-3207 

Fax 

(404)  361-8428 

3d  Brigade 

MAJ  William  Maddox 

(502)  626-1039/1037 

SSG  Larry  Steptoe 

DSN  536-1039 

Fax 

(502)  626-0926 

5th  Brigade 

MAJ  Stephen  Kelley 

(210)  221-1565 

SSG  Rosemary  Goethe 

DSN  471-1565 

Fax 

(210)  916-8595 

6th  Brigade 

MAJ  Chester  Lanious 

(415)  561-7135/7105 

SSG  Evangel  Jefferson 

(No  DSN) 

Fax  (during  duty  hours) 

(415)  561-7301 

(after  duty  hours) 

(415)  561-7182 

1 
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Tour  spouse  rushes  into  the  house  saying,  “Honey,  I’m 
sorry  I’m  late.  I had  a meeting  with  the  First  Sergeant 
and  the  CO  about  the  DEP  function.  I need  a clean  set 
of  Class  As  and  my  gorilla  bag.  I have  to  go  back  to  the 
school  ASAP  to  do  an  ASVAB  reading  or  they’ll  think 
PmAWOL.  Tou  know  how  crazy  it  gets  around  the 
end  of  the  RSM.  Bye!” 

Have  you  heard  this?  Been  there  and  done  that?  The  mili- 
tary has  had  its  own  special  language  for  as  long  as  anyone 
can  remember  and  recruiting  is  no  exception.  If  anything,  re- 
cruiting has  even  more  acronyms,  unique  only  to  them  — 
gorilla  bag,  DEP,  RSM,  “roll  a donut.”  AFTB  course  1.01, 
“Military  Terms,  Acronyms,  Customs,  and  Courtesies,”  in- 
troduces these  basic  and  unique  terms  used  routinely  in  re- 
cruiting life  in  a quick,  easy,  and  fun  way. 

‘Tor  years  the  Army  had  been  in  the  rescuing  business 
when  it  came  to  families,”  stated  Rose  Marie  Tinker, 
USAREC  Army  Family  Team  Building  program  manager. 


An  intense  effort  by  the  United  States 
Army  Retruiting  Command  to  promote 
and  institutionalize  the  program  over 
the  past  three  years  has  resulted  in 
1 14  Master  Trainers  and  230  instrut- 
tors  being  tertified  and  over  2,000  fam- 
ily members  reteiving  AFTB  tlasses. 

“AFTB  places  the  Army  in  the  resourcing  business,  giving 
families  the  tools  to  be  successful  no  matter  what  the  assign- 
ment or  mission.  This  program  is  one  of  the  best  examples 
of  the  Army’s  commitment  to  families,”  said  Tinker.  “The 
Army  cares  for  its  families  by  teaching  its  families  how  to 
care  for  theirselves.” 

There  are  three  levels  to  the  AFTB  training  and  each  is  de- 
signed for  a specific  target  audience.  Level  I is  for  spouses 
with  fewer  than  five  years  experience  with  the  Army.  Mili- 
tary Terms  and  Acronyms,  Benefits  and  Entitlements,  the 
Chain  of  Command  and  Chain  of  Concern,  and  Impact  of 
Mission  of  Family  Life  are  included  in  the  Level  I course  of 
study. 

Level  II  classes  are  designed  for  spouses  with  5-10  years 
experience  with  the  Army.  Courses  in  Level  II  include: 

Stress  Management,  Time  Management,  Volunteer  Manage- 
ment and  Introduction  to  Effective  Leadership.  Level  III 
classes,  designed  for  spouses  with  over  10  years  experience 
with  the  Army  include:  Effective  Communication,  Advance 
Problem  Solving,  and  Understanding  Political  Issues  and  the 
Army.  There  are  a total  of  40  classes  in  the  AFTB  program. 

According  to  Tinker,  the  USAREC  goal  is  to  have  one 
trained  AFTB  instructor  per  recruiting  company.  “This  is  a 
program  that  grows  on  its  own  successes.  Once  a family 
member  sees  the  difference  they  can  make  by  volunteering 
and  the  leadership  skills  they  can  achieve  by  becoming 
AFTB  instructors,  we  will  have  no  problem  meeting  that 
goal.” 

AFTB  will  strengthen  and  build  the  already  great  recruit- 
ing families,  who  on  a daily  basis  are  meeting  the  challenges 
of  living  away  from  the  traditional  military  installation  sup- 
port infrastructure.  “What  a great  opportunity  this  is  for  our 
spouses  to  volunteer  in  a worthwhile  program  where  they 
can  make  a difference,”  Tinker  said. 
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What  is  Army  Family  Team  Building  (AFTB)? 

It  is  a training  program  that  prepares  everyone  in  Amer- 
ica’s Army  to  function  at  their  highest  level,  in  any  situation, 
with  minimal  outside  support.  This  training  improves  per- 
sonal and  family  preparedness  which  enhances  overall  family 
readiness. 

Is  the  t tilling  mandatory?  Will  there  be  homework 
and  how  much  does  it  cost? 

The  classes  for  family  members  are  not  mandatory,  have 
no  homework  and  can  be  completed  during  one  class  ses- 
sion. While  not  mandatory,  spouses  are  encouraged  to  com- 
plete all  three  levels  to  better  prepare  themselves  for  the 
Army  way  of  life. 

What  level  of  AFTB  classes  should  I attend? 

Each  level  of  AFTB  was  designed  with  a special  target 
audience  in  mind.  Level  I is  for  family  members  who  are 
relatively  new  to  the  Army  (less  than  5 years  as  a spouse),  or 
those  who  want  a refresher  course.  Level  II  is  for  spouses 
who  have  5-10  years  experience  as  a military  spouse  and  are 
interested  in  gaining  leadership  skills.  Level  III  is  for  those 
with  more  than  10  years  experience  and  have  an  interest  in 
developing  advanced  leadership  skills. 

Who  has  responsibility  for  the  AFTB  program  in  my 
location? 

Your  battalion  family  services  coordinator  is  responsible 
for  selecting  individuals  to  attend  the  Department  of  the 
Army  AFTB  Master  Trainers’  course.  It  is  the  Master  Train- 
ers’ responsibility  to  train  at  least  one  AFTB  instructor  for 
each  recruiting  company.  Company  instructors,  with  the 
guidance  and  support  of  the  battalion  Family  Services  Coor- 
dinator, will  conduct  AFTB  classes  in  Level  I,  II,  and  III. 

How  can  I become  an  AFTB  volunteer? 

Simply  contact  your  battalion  Family  Services  Coordina- 
tor, 1-800-790-0963.  The  Family  Services  Coordinator  will 
make  arrangements  to  get  you  the  training  you  will  need. 

Family  Symposium  Delegates  Plan 
USAREC’s  AFTB  Program 

During  the  1997  United  States  Army  Recruiting  Com- 
mand’s Family  Symposium,  brigade  Family  Services  Coordi- 
nators and  individuals  interested  in  the  Army  Family  Team 
Building  (AFTB)  program  formed  a workgroup  to  discuss 
how  the  program  works  (or  should  work)  at  USAREC. 

Six  mini-workshops,  conducted  by  family  member  volun- 
teers, included:  How  to  Get  an  AFTB  Program  Started, 
Marketing  Your  AFTB  Program,  Fund  Raising  for  AFTB, 
Commercial  Sponsorship,  Networking  with  the  Reserve 
Component,  and  What  USAREC  Needs  to  Have  a Success- 
ful Program. 

An  intense  effort  by  the  United  States  Army  Recruiting 
Command  to  promote  and  institutionalize  the  program  over 


the  past  three  years  has  resulted  in  1 14  Master  Trainers  and 
230  instructors  being  certified  and  over  2,000  family  mem- 
bers receiving  AFTB  classes.  Even  so,  the  workgroup 
learned  there  were  still  family  members  in  USAREC  who 
had  never  heard  of  this  program. 

The  AFTB  Workgroup  presented  the  following  recom- 
mendations to  improve  the  USAREC  program: 

■ Provide  command  support. 

■ Provide  resources  (people,  money,  enthusiasm). 

■ Conduct  education  at  all  recruiting  schools. 

- Make  AFTB  “USAREC-fnendly.” 

■ Improve  availability  of  teaching  materials. 

■ Publish  a USAREC  Smart  Book. 

■ Publish  an  AFTB  Newsletter. 

■ Provide  USAREC  sustainment  training  for  Master 
Trainers  and  Instructors. 

■ Encourage  Master  Trainers  and  Instructors  to  follow 
through  with  their  one  year  commitment  to  teach 
AFTB  classes. 

Since  the  Family  Symposium,  the  following  actions  have 
occurred: 

■ USAREC  AFTB  Steering  Committee  has  been 
established.  The  Steering  Committee  is  composed  of 
the  AFTB  Program  Manager;  spouses  of  the 
Commanding  General,  DCG  East,  DCG  West,  and 
Command  Sergeant  Major;  and  brigade  Family 
Services  Coordinators  and  their  lead  volunteers.  The 
Steering  Committee  will  conduct  business  quarterly  by 
video  teleconferences  or  telephone  conference  calls. 

■ USAREC  AFTB  Program  Structure  has  been 
developed.  A program  manager  for  the  AFTB 
Program  has  been  hired  and  selected  to  work  at 
USAREC  headquarters.  That  manager  will  provide 
guidance,  support,  and  training  to  the  brigades  and 
the  headquarters  Commandant. 

■ Regional  training  is  being  scheduled.  The  5th 
Recruiting  Brigade  will  conduct  regional  training  in 
Kansas  City,  Sept.  8-12,  1997,  and  6th  Recruiting 
Brigade  will  conduct  regional  sustainment  training  in 
San  Francisco,  Sept.  25-26,  1997. 

■ Prepare  one  correspondence  course  for  Level  I 
training.  A committee  has  formed  to  transform  the 
seven  classes  in  AFTB  Level  I into  one  correspondence 
course.  The  correspondence  course  for  Level  I is 
expected  to  be  ready  for  our  geographically-separated 
families  by  December. 

For  additional  information  on  the  USAREC  AFTB  pro- 
gram, call  your  brigade  or  battalion  Family  Services  Coordi- 
nator, 1-800-790-0963. 
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No  abuse! 


by  Marty  Skulas,  USAREC  Personnel  Directorate 
Soldier  Family  Assistance  Branch 

We  enlist  young  men  and  women  into  our  Army  from  all 
walks  of  life,  across  the  50  states,  territories  and  possessions, 
and  wherever  troops  are  stationed.  These  young  Americans 
bring  with  them  the  strengths,  talents,  skills,  and  vitality  that 
are  absolutely  essential  to  fielding  an  effective  fighting  force 
during  the  waning  years  of  this  century  and  into  the  next. 

These  young  soldiers  also  bring  with  them  their  system  of 
personal  values  which  has  been  shaped  throughout  the  experi- 
ences of  a lifetime.  Unfortunately,  not  all  of  those  experiences 
have  been  positive  ones.  While  some  have  been  brought  up  in 
a nurturing,  supportive  environment,  others  have  succeeded 
despite  their  environment. 

Soldiers  who  grew  up  in  families  where  child  abuse  and 
neglect  were  present  are  more  likely  to  act  in  the  same  way 
towards  their  own  children.  Habits  and  attitudes  are  shaped 
early  in  life  and  if  a soldier  or  spouse  was  a victim  of  neglect 
or  abuse,  those  behavior  patterns  are  viewed  as  “normal”  from 
their  perspective.  My  favorite  public  display  of  these  behavior 
patterns  is  a parent  who,  in  breaking  up  a fight  between  two 
kids,  yells,  “Don’t  hit  your  brother!”  while  administering  a 
swat  of  his  or  her  own. 

Learning  does  not  end  when  people  become  adults.  Young 
soldiers  learn  very  early  in  their  military  career  which  attitudes 
and  behaviors  will  be  tolerated  and  which  will  bring  swift 
correction  from  their  leaders.  Establishing  an  environment  in 
the  unit  that  promotes  healthy  families  and  that  will  not 
tolerate  child  abuse  or  neglect  is  a leadership  imperative.  In 
some  cases,  military  parents  lack  the  skills  necessary  for  raising 
children.  That’s  when  enrollment  in  parenting  classes  taught 
in  civilian  and  military  communities  is  a must.  In  other  cases, 
ignorance  of  the  definition  of  child  abuse  or  neglect  is  a cause 
of  problems.  Thaf  s when  unit  training  is  needed.  In  those  cases 
where  child  abuse  or  neglect  is  deliberate,  commanders  must 
take  swift,  appropriate  action  to  protect  the  children  involved 
and  show  that  child  abuse  will  not  be  tolerated.  In  this  learning 
experience,  actions  really  do  speak  louder  than  words. 

Are  there  cases  of  child  abuse  or  neglect  in  USAREC?  The 
answer  is,  unfortunately,  yes.  In  fiscal  year  1994,  there  were  14 
confirmed  cases.  In  FY  95,  there  were  12;  in  FY  96,  there  were 
24;  and  so  far  we  have  had  17  cases  reported  in  FY  97.  The 
question  is  whether  cases  of  child  abuse  or  neglect  are  on  the 
rise  or  whether  we’re  getting  better  at  identifying  and  reporting 
the  problems. 

On  a military  installation,  when  a case  of  abuse  or  neglect  is 
reported  to  the  military  police,  unit  commanders  are  notified 
immediately.  The  same  is  true  when  children  are  treated  in 
military  hospitals  or  dental  clinics,  and  child  abuse  is  suspected. 
In  USAREC,  notification  may  travel  through  different  routes. 
The  best  case  scenarios  are  when  commanders  are  notified 


directly  by  the  soldiers  involved.  Other  notifications  happen 
when  civilian  law  enforcement,  hospitals,  or  dentists  contact 
state  child  welfare  agencies  or  nearby  military  installations  who 
later  pass  the  information  to  military  channels.  Once  the 
recruiting  company  or  battalion  commander  is  informed  of  a 
suspected  or  actual  case  of  abuse  or  neglect,  the  case  must  be 
reported  in  an  Incident  Report  to  the  USAREC  Security 
Office.  Appropriate  actions  then  follow,  ranging  from  closure 
of  the  report  as  unsubstantiated,  to  treatment,  or  to  disciplinary 
action. 

USAREC  is  taking  positive  steps  to  construct  creative  solu- 
tions to  problems  of  child  abuse  or  neglect.  Family  services 
coordinators  (FSCs)  have  been  hired  at  all  battalions  and 
brigades  to  act  as  the  commanders’  principle  staff  officers  in 
matters  pertaining  to  child  abuse  or  neglect  cases.  While  the 
FSCs  are  not  expected  to  actually  conduct  family  counseling 
for  offenders  or  do  crisis  intervention,  they  do  coordinate 
treatment  and  follow-up  provided  by  military  and  civilian 
mental  health  providers. 

The  brigade  FSCs  double  as  Family  Advocacy  Program 
(FAP)  managers  for  their  units,  maintaining  statistical  data  for 
the  commander  and,  more  importandy,  arranging  training  for 
the  education  and  prevention  of  child  abuse  as  well  as  classes 
on  family  wellness  and  stress  management.  The  FSCs,  working 
in  conjunction  with  the  brigade  chaplains,  bring  a wide  variety 
of  resources  within  reach  of  commanders  during  the  Annual 
Training  Conferences  and  throughout  the  recruiting  year. 

Another  proactive  measure  taken  by  USAREC  to  highlight 
the  command’s  stand  on  prevention  of  child  abuse  is  to  address 
the  topic  during  the  Army  Recruiting  Course  and  at  all  pre- 
command courses.  Bridget  Minor,  the  USAREC  FAP  Man- 
ager, tells  it  straight  when  addressing  soldiers  attending  the 
courses.  Child  abuse  has  a big,  negative  impact  on  the  recruiter, 
the  station,  the  company,  and  their  ability  to  accomplish  the 
recruiting  mission.  Training  time  and  other  measures  taken  by 
commanders  to  educate  their  soldiers  about  child  abuse  pre- 
vention enhance  the  unit’s  ability  to  achieve  mission. 

The  newest  measure  being  introduced  by  USAREC  is  the 
Risk  Reduction  Program.  Child  abuse  prevention  is  only  one 
of  several  concerns  addressed  in  this  multi-disciplinary  ap- 
proach to  creating  a unit  environment  favorable  to  a better 
quality  of  life  and  recruiting  success.  Soldiers  complete  surveys 
assessing  the  environmental  needs  of  the  unit.  Tailored  pro- 
grams are  then  offered  to  the  unit  commander  to  help  remedy 
any  shortcomings  or  address  the  needs  presented  by  members 
of  the  unit.  More  on  this  creative  program  will  follow. 

We  can  all  take  a good  look  at  the  way  we  do  “business”  at 
home  and  at  work.  If  we  see  a need  to  get  busy  in  the  child 
abuse  prevention  arena,  the  resources  are  there  with  which  to 
get  help.  Raising  USAREC’s  children  in  a heathly  home 
environment  helps  get  the  recruiting  job  done  today  and 
prepares  our  children  to  take  their  places  as  tomorrow’s  parents 
and,  possibly,  tomorrow’s  soldiers . 
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11  Quality  of  Life  Issues  Presented  for 
Consideration  at  the  Family  Symposium 


The  following  issues  were  presented  for  action  at  the  Fam- 
ily Symposium  in  San  Antonio.  Because  there  is  no  Depart- 
ment of  the  Army  Family  Action  Plan  meeting  this  year  to 
review  the  u cnted  issues,  these  topics  will  be  worked  at 

m riution.  Unresolved  issues  will  be  pre- 
sented xt  year’s  Family  Symposium  for  presentation  at 

the  1998  Family  Action  Plan  meeting. 

Entitlements 

Issue  1:  Recruiter  Expense  Allowance 
Scope:  Recruiters  are  paying  REA  reimbursable  expenses 
out  of  pocket.  The  main  reason  given  is  the  slow  reimburse- 
ment of  claims. 

Recommendations : 

■ Require  DFAS  to  process  REA  claims  within  30  days 
of  receipt. 

■ Establish  a USAREC  liaison  at  DFAS. 

Family  Support 

Issue  2:  Clarification  of  USAREC  Time-Off  Policy 
Scope:  Inconsistent  application/  enforcement  of  time-off 
policy. 

Recommendation:  Clarify  and  enforce  consistent  applica- 
tion of  the  USAREC  Time-Off  Policy. 

Force  Support 

Issue  3:  Family  Services  Coordinator  office  understaffed 
Scope:  Due  to  the  dispersion  of  the  command,  FSCs  are  re- 
quired to  perform  TDY  travel  to  conduct  FSG  and  AFTB 
training,  coordinate  with  other  units,  and  attend  profes- 
sional training.  This  interrupts  vital  services  provided  to 
supported  commanders,  soldiers,  and  families. 
Recommendation:  Hire  a GS- 5 assistant  or  a contractor 
to  provide  continued  program  support. 

Issue  4:  GOV  Rider  Insurance 

SCOPE:  If  a DoD  employee  driving  a GOV  has  an  acci- 
dent and  is  found  liable,  he/she  is  required  to  pay  up  to  one 
month’s  base  pay.  Extended  Non-Owned  Automobile 
(ENOA)  insurance  rider  is  not  offered  in  all  locations. 
Recommendation:  Limit  the  required  payment  to 
$500.00. 

Issue  5:  TDY  Claim  Settlement 
Scope:  Slow  reimbursement  of  TDY  claims  (60  days) 
places  financial  burdens  on  soldiers  and  civilian  employees. 
Recommendations : 

■ Enforce  DoD  payment  standards  by  reporting 
incidents  of  late  payments  to  DFAS. 

■ Prohibit  counseling  of  soldiers  whose  late  payment  of 
travel  expenses  on  AMEX  card  is  due  to  late  payment 
by  DFAS. 


Leadership 

Issue  6:  Improve  screening  of  potential  recruiters 
Scope:  Many  soldiers  assigned  to  recruiting  are  destined  to 
undue  hardship  because  of  existing  personality,  family,  and 
medical  problems. 

Recommendation:  Evaluate  and  refine  the  current  proce- 
dures to  conduct  a more  thorough  financial,  family,  medical 
history,  and  personality  screening. 

Issue  7:  Expanding  chaplain  support  in  battalions 
Scope:  There  is  a need  for  pastoral  care,  family  and  marital 
counseling,  stress  management,  and  suicide  prevention 
which  is  not  being  met  by  brigade  chaplains.  Not  all  battal- 
ions have  CRSP  chaplains. 

Recommendation:  Add  chaplains  to  battalion  TDA. 

Issue  8:  Early  notification  of  debits  from  DFAS. 

Scope:  Soldiers  are  not  receiving  early  notification  of  pay 
debits  and  are  unable  to  prepare  themselves  for  reduction  in 
pay. 

Recommendation:  Modify  the  DFAS  automation  system 
to  notify  the  soldier  of  debit  on  the  LES  a minimum  of  30 
days  prior  to  the  deduction. 

Medical 

Issue  9:  Stress  Management/Marital  Counseling 
Scope:  Counseling  for  marital  problems  and  stress  manage- 
ment is  not  readily  available  to  soldiers  and  their  families. 
Recommendations : 

■ Command  Wellness  Program  should  be  applied  to  all 
beneficiaries  in  USAREC. 

■ Add  stress  management/marital  counseling  to 
TRICARE  Program. 

Issue  10:  TRICARE  Customer  Service 
Scope:  TRICARE  customer  service  is  inadequate  in  some 
locations.  Telephone  lines  are  frequently  busy  and  customer 
service  representatives  cannot  always  answer  patients’  ques- 
tions. 

Recommendation:  Require  brigade  FSCs  to  solicit  input 
from  battalion  FSCs  and  forward  to  MEDCOM  for  correc- 
tion. 

Issue  11:  Reimbursement  for  excluded  prescribed  medica- 
tions 

Scope:  Certain  medications  required  as  a part  of  a medical 
treatment  program  (over-the-counter  medications  other 
than  insulin,  prenatal  vitamins,  nicotine  gum/patches, 
weight  reduction  medications)  are  excluded  for  reimburse- 
ment from  CHAMPUS. 

Recommendation:  Pursue  a change  in  CHAMPUS  regula- 
tions. 33 
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The  Way  I See  It 


Vision  implies  change.  Change  is  upon  us.  We  are  better  off 
to  participate  in  change  and  to  help  shape  it  than  to  be  dragged 
along  by  change.  You  can  help  shape  the  future  and  make  it  bet- 
ter. You  know  your  job  better  than  anyone.  What  are  your  ideas 
for  improving  operations?  Share  them  on  the  space  below  and 
mail  this  according  to  the  instructions  on  the  back  of  this  form, 
postage  free. 


Please  be  as  detailed  as  possible  when  citing  examples  for  im- 
provement. Recruiters,  support  staff,  and  family  members  are 
encouraged  to  use  this  space  to  voice  ideas  and  concerns.  If  you 
desire  a direct  response  to  your  comments  or  suggestions, 
please  include  your  name  and  address.  Names  are  not  required. 


Teamwork:  Working  together  as  a team,  we  can  Command.  All  forms  are  mailed  to  and  received  di- 
accomplish  more  than  working  as  individuals.  Share  reedy  by  the  USAREC  Chief  of  Staff,  Fort  Knox,  Ky. 
your  vision  for  the  future  of  the  US  Army  Recruiting 

HQ  USAREC  Fm  1825,  Rev  1 Feb  96  (Previous  editions  are  obsolete.) 
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Quality  of  life 
is  a reality 


— As  a team , we  can  make  it  work! 


by  Janice  Sydnor,  Family  Services  Coordinator 


Beckley  Battalion 


Quality  of  life  — what  does  it  mean?  Is  it  Army  Family  Team 
Building,  solid  family  support  systems,  Exceptional  Family 
Member  Programs,  and  strong  command  emphasis?  Well,  it 
means  all  this  and  more.  Each  battalion  has  its  own  set  of  unique 
problems  in  meeting  the  needs  of  recruiting  families.  For  those 
battalions  located  in  large  cities,  it  means  a wealth  of  social 
services,  health  providers  and  maybe  even  a military  installation 
(a  luxury  geographically  separated  units  envy). 

As  family  services  coordinators  and  health  benefits  advisors, 
we  see  your  needs.  It  is  our  responsibility  to  assist  soldiers  and 
family  members.  We  can  help  with  financial  and  social  services 
needs,  education,  relocation,  and  all  issues  involving  Army 
Community  Services.  Consider  us  your  “traffic  cop” — we  direct 
you  to  the  most  available  resources. 

Need  help  getting  a baby-sitter?  Did  you  ever  think  of  forming 
a baby-sitting  co-op  from  your  family  support  group?  Are  you 
isolated?  Soldiers  stationed  in  geographically  separated  units  or 
recruiting  stations  in  such  places  as  Pikesville,  Kentucky,  or 
Summersville,  West  Virginia,  appreciate  the  need  for  commu- 
nity involvement.  Recruiting  spouses  can  have  a difficult  time 
meeting  new  friends.  Just  getting  to  know  your  neighbor  or  just 
having  a friend  to  talk  to  can  be  difficult  to  find.  Seeking  out  the 
family  support  group  is  a great  place  to  begin. 

Have  you  ever  heard  of  Army  Family  Team  Building  (AFTB)  ? 
AFTB  programs  are  designed  to  teach  and  train  Army  spouses 


on  the  who,  what,  where,  how,  and  why  of  Army  life  and  the 
business  of  recruiting.  AFTB  groups  can  help  you  learn  to 
balance  your  family’s  checkbook  and  also  can  help  you  learn  to 
read  a Leave  and  Earnings  Statement  (LES).  AFTB  can  help 
you  learn  recruiting  language  and  the  do’s  and  don’ts  of  forming 
your  own  support  groups.  Basically,  AFTB  teaches  self-reliance 
and  communication,  with  communication  being  the  most  im- 
portant ingredient,  the  nicest  thing  about  AFTB  is  all  the 
remarkably  nice  people  you  meet,  people  who  can  identify  with 
your  needs  because  they  too  are  spouses  of  recruiters. 

We  sometimes  need  to  just  take  that  first  step.  Call  your  family 
services  coordinator  at  the  recruiting  brigade  or  battalion.  Get 
to  know  who  he  or  she  is.  Find  out  for  yourself  the  many  ways 
they  can  help  you.  You  might  even  be  able  to  make  a contribu- 
tion. Family  support  is  a team  concept,  and  in  order  for  us  to 
continue  to  have  successful  recruiting  months,  we  must  all  have 
a voice. 

The  toll-free  number  for  all  family 
servites  coordinators  is  1-800-790-0963 . 

The  retording  will  guide  you  through  the 
process.  If  you  need  help  or  direction, 
call  today! 
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Commander 

Telephone:  (210)221-2956 

U.S.  Army  5th  Recruiting  Brigade 

DSN:  471-2956 

ATTN:  Judith  Canady 

Fax:  (210)916  8595 

HEADQUARTERS,  U.S.  ARMY  RECRUITING  COMMAND 

PO  BOX  8277,  Wainwright  Station 

cc:Mail:  5BDE-FSC 

Soldier  and  Family  Assistance  Branch 

San  Antonio,  TX  78208-0277 

Address:  Commander 

Commander 

Telephone:  (415)561-7123 

U.S.  Army  Recruiting  Command 

U.S.  Army  6th  Recruiting  Brigade 

1-800-235-2769,  ext.  103 

ATTN:  RCPER-HR-SF 

ATTN:  Gloria  Hartsough 

DSN:  None 

ort.  Knox,  KY  40121  2726 

Fort  Baker,  Building  636 

Fax:  (415)561-7182 

Tone:  1-800-223-3735 

Sausalito,  CA  94965-2604 

cc:Mail:  6BDE-FSC 

Chief,  Soldier/Family  Assistance  Branch 

Telephone:  (502)  626-0735 

BRIGADE  FAMILY  ADVOCACY  PROGRAM  COORDINATORS 

Martin  C.  Skuias 

DSN:  536-0735 

Commander 

Telephone:  (404)  363-5132 

cc:Mail:  Skuias,  Martin 

Fax:  502-626-0950 

U.S.  Army  2d  Recruiting  Brigade 

Fax:  (404)  361-8428 

e-mail:  skulasm@usarec.army.mil 

ATTN:  Grace  Hyde 

DSN:  797-5132 

Family  Advocacy  Program  Manager 

Telephone:  (502)  626-0239 

1295  Hood  Avenue 

cc:Mail:  2BDE-FAP 

Mrs.  Bridget  M.  Minor 

DSN:  536-0239 

Forest  Park,  GA  30050-5000 

cc:Mail:  Minor,  Bridget 

Fax:  502-626-0950 

Commander 

Telephone:  (502)  626-1049 

e-mail:  minorb@usarec.army.mil 

U.S.  Army  3d  Recruiting  Brigade 

Fax:  (502)  626-0926 

AFTB  Program  Manager 

Telephone:  (502)626-1080 

ATTN:  Jack  Nix 

cc:Mail:  3BDE-FAP 

Ms  Rose  Marie  Tinker 

DSN:  536-1080 

Building  6580 

cc:Mail:  Tinker,  Rose 

Fax:  502-626-0950 

Fort  Knox,  KY  40121-2726 

e-mail:  tinker@usarec.army.mil 

BATTALION  FAMILY  SERVICES  COORDINATORS 

Quality  of  Life  NCO 

Telephone:  (502)  626-0421 

SFC  Wendell  Similton 

DSN:  536-0421 

Commander 

Telephone:  (518)438-7390 

cc:Mail:  Similton,  Wendel 

Fax:  502-626-0950 

U.S.  Army  Recruiting  Battalion  Albany 

Fax:  (518)438-2287 

Family  Advocacy  Program  Assistant 

Telephone:  (502)626-0217 

ATTN:  Paula  Evans 

cc:Mail:  1ABN-FSC 

Mrs.  Edwina  M.  Drake 

DSN:  536-0217 

21  Aviation  Road 

cc:Mail:  Drake,  Edwina 

Fax:  502-626-0950 

Albany,  NY  12205-1131 

Family  Services  Assistant 

Telephone:  (502)  626-0777 

Commander 

Telephone:  (770)  850-8762 

Mrs.  Maria  Thibeault 

DSN:  536-0777 

U.S.  Army  Recruiting  Battalion  Atlant 

Fax:  (770)  951-2869 

cc:Mail:  Thibeault,  Maria 

Fax:  502-626-0950 

ATTN:  Barbara  Milliken 

cc:Mail:  3ABN-FSC 

2400  Herodian  Way,  Suite  490 

BRIGADE  FAMILY  SERVICES  COORDINATORS 

Smyrna,  GA  30080-2796 

Commander 

U.S.  Army  1st  Recruiting  Brigade 
ATTN:  Family  Services  Coordinator 
Chamberlin  Avenue,  Building  T-605 
Fort  George  G.  Meade,  MD  20755-5380 


Telephone:  (410)674-7800 
DSN:  923-7481  ext.  2003 
Fax:  (410)674-4376 
cc:Mail:  1BDE-FSC 


Commander 

U.S.  Army  Recruiting  Battalion  Baltimore 
ATTN:  Alfred  Chambers 
Chamberlin  Avenue,  Building  T-563 
Fort  George  G.  Meade,  MD  20755-5390 


Telephone:  (301)677-7060 
Fax:  (301)  677-71 02;(41 0)672-3623 
cc:Mail:  1BBN-FSC 


Commander 

U.S.  Army  2d  Recruiting  Brigade 
ATTN:  Estela  De  Lo  Santos 
1 295  Hood  Avenue 
Forest  Park,  GA  30297-5104 

Commander 

U.S.  Army  3d  Recruiting  Brigade 
ATTN:  Family  Services  Coordinator 
Building  6580 

Fort  Knox,  KY  40121-2726 


Telephone:  (404)  362-3261 
Fax:  (404)  361-8428 
DSN:  797-3261 
cc:Mail:  2BDE-FSC 

Telephone:  (502)626-1049 
Fax:  (502)  626-0926 
cc:Mail:  3BDE-FSC 


Commander 

U.S.  Army  Recruiting  Battalion  Beckley 
ATTN:  Janice  Sydnor 
21  Mallard  Court 
Beckley,  WV  25801-3615 

Commander 

U.S.  Army  Recruiting  Battalion  Chicago 
ATTN:  Family  Services  Coordinator 
PO  Box  11 30 

Highland  Park,  IL  60035-7130 


Telephone:  (304)253-6716 
Fax:  (304)  255-2236  or  255-1 499 
cc:Mail:  10BN-FSC 


Telephone:  (847)266-1334 
Fax:  (847)266-1349 
cc:Mail:  5ABN-FSC 
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Commander 

U.S.  Army  Recruiting  Battalion  Cleveland 
ATTN:  Katherine  Shrewsbury 
Atrium  Office  Plaza 
668  Euclid  Avenue,  Suite  500A 
Cleveland,  OH  44114-3092 

Commander 

U.S.  Army  Recruiting  Battalion  Columbia 
ATTN:  Jean  Bixler 

Strom  Thurmond  Federal  Bldg.,  Rm.  733 
1835  Assembly  Street 
Columbia,  SC  29201-2430 

Commander 

U.S.  Army  Recruiting  Battalion  Columbus 
ATTN:  JoAdail  Stephenson 
New  Federal  Building,  Suite  114 
200  North  High  Street 
Columbus,  OH  43215-2483 

Commander 

U.S.  Army  Recruiting  Battalion  Dallas 
ATTN:  Karen  Brazel 
1350  Walnut  Hill  Lane,  Suite  150 
Irving,  TX  75038-3025 

Commander 

U.S.  Army  Recruiting  Battalion  Denver 
ATTN:  Kimberly  Franklin 
1600  Sherman  Street 
Capital  Life  Center,  Suite  400 
Denver,  CO  80203-1620 

Commander 

U.S.  Army  Recruiting  Battalion  Des  Moines 

ATTN:  Dick  Okland 

Federal  Building,  Room  557 

210  Walnut  Street 

Des  Moines,  IA  50309-2108 

Commander 

U.S.  Army  Recruiting  Battalion  Great  Lakes 
ATTN:  Sharon  Lilly 
Holiday  Office  Park  North 
6545  Mercantile  Way,  Suite  1 1 
Lansing,  Ml  48911-5974 

Commander 

U.S.  Army  Recruiting  Battalion  Harrisburg 
ATTN:  Barbara  Davie 
507  B Avenue, 

New  Cumberland,  PA  17070-5099 
Commander 

U.S.  Army  Recruiting  Battalion  Houston 
ATTN:  Virginia  Curry 


Telephone:  (216)589-8430 
Fax:  (216)687-1038 
cc:Mail:  5CBN-FSC 


Telephone:  (803)  748-8637 
Fax:  (803)  254-3072 
cc:Mail:  3DBN-FSC 


Telephone:  (614)469-5192 
Fax:  (614)365-9678 
cc:Mail:  5DBN-FSC 


Telephone:  (214)  756-0646 
Fax:  (214)  756-0640 
cc:Mail:  4CBN-FSC 


Telephone:  (303)  863-8362 
Fax:  (303)  894-8042 
cc:Mail:  6DBN-FSC 


Telephone:  (515)  280-9080 
Fax:  (515)  280-8101 
cc:Mail:  4LBN-FSC 


Telephone:  (517)887-5775 
Fax:  (517)887-8611 
cc:Mail:  5IBN-FSC 


Telephone:  (717)770-6234 
Fax:  (717)770-7943 
cc:Mail:  1EBN-FSC 


Telephone:  (713)864-0593 
Fax:  (713)  880-4646 
cc:Mail:  4EBN-FSC 


1415  N.  Loop  West,  Suite  600 
Houston,  TX  77008-1647 

Commander 

U.S.  Army  Recruiting  Indianapolis 
ATTN:  Peggy  Ranschaert 
9152  Kent  Avenue 
Indianapolis,  IN  46216 

Commander 

U.S.  Recruiting  Battalion  Jackson 
ATTN:  Brenda  McWilliams 
3780  1-55  N Frontage  Road 
Jackson,  MS  39211 

Commander 

U.S.  Army  Recruiting  Battalion  Jacksonville 
ATTN:  Maria  Kaplan 
1851  Executive  Center  Drive,  Suite  130 
Jacksonville,  FL  32207-2350 

Commander 

U.S.  Army  Recruiting  Battalion  Kansas  City 
ATTN:  Ruth  See 
10300  NW  Prairie  View  Road 
Kansas  City,  MO  64153-1350 

Commander 

U.S.  Army  Recruiting  Battalion  Los  Angeles 
ATTN:  Daniel  Navarro 
5051  Rodeo  Road,  Armed  Forces  Building 
Los  Angeles,  CA  90016-4793 

Commander 

U.S.  Army  Recruiting  Battalion  Miami 
ATTN:  Susan  Spencer 
8685  Northwest  53d  Terrace,  Suite  200 
Miami,  FL  33166-4611 

Commander 

U.S.  Army  Recruiting  Battalion  Milwaukee 
ATTN:  Family  Services  Coordinator 
310  West  Wisconsin  Avenue 
Henry  Reuss  Building,  Suite  600 
Milwaukee,  Wl  53266-1407 

Commander 

U.S.  Army  Recruiting  Battalion  Minneapolis 
ATTN:  Brenda  Bixler 
Midland  Square  Building,  Suite  400 
331  Second  Avenue  South 
Minneapolis,  MH  55401-2253 

Commander 

U.S.  Army  Recruiting  Battalion  Montgomery 
ATTN:  Regina  Taylor 
Building  1510,  Gunter  Air  Force  Base 
Montgomery,  AL  36114-6629 


Telephone:  (317)549-1780 
Fax:  (317)549-0810 
cc:Mail:  5HBN-FSC 


Telephone:  (601)  366-1244 
Fax:  (601)  981-9275 
cc:Mail:  3TBN-FSC 


Telephone:(904)  396-4906 
Fax:  (904)  399-0335 
cc:Mail:  3EBN-FSC 


Telephone:  (816)891-8037 
Fax:  (816)  891-2524 
cc:Mail:  4GBN-FSC 


Telephone:  (213)293-1006 
Fax:  (213)  938-8439 
cc:Mail:  6FBN-FSC 


Telephone:  (305)  592-2635 
Fax:  (305)591-4493 
cc:Mail:  3GBN-FSC 

Telephone:  (414)297-4587 
Fax:  (414)291-0831 
cc:Mail:  5JBN-FSC 


Telephone:  (612)672-0750 
Fax:  (612)672-9786 
cc:Mail:  5KBN-FSC 


Telephone:  (334)271-3107 
Fax:  (334)271-6899 
cc:MaiL:  3HBN-FSC 
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Commander 

U.S.  Army  Recruiting  Battalion  Nashville 
ATTN:  Sarah  Raines 
2517  Perimeter  Place  Drive 
Nashville,  TN  37214-3671 

Commander 

U.S.  Army  Recruiting  E -vion  New  England 

ATTN:  Nancy  Mm/ 

33  Canam  Drive 
Topsham,  ME  0 -56-1110 

Commander 

U.S.  Army  Recruiting  Battalion  New  Orleans 
ATTN:  Lisa  Ward 
Building  602-2-C 
4400  Dauphine  Street 
New  Orleans,  LA  70146-1699 

Commander 

U.S.  Army  Recruiting  Battalion  New  York  City  Fax:  (718)630-4373 
ATTN:  Mary  Pemberton  (Acting)  cc:Mail:  1GBN-FSC 

407  Pershing  Loop 
Fort  Hamilton,  NY  11252-7000 


Telephone:  (615)872-7519 
Fax:  (615)871-9182 
cc:Mail:  3IBN-FSC 


Telephone:  (207)  725-8636 
Fax:  (207)  798-4091 
cc:Mail:  1DBN-FSC 


Telephone:  (504)  678-8520 
Fax:  (504)  949-0835 
cc:Mail:  4IBN-FSC 


Telephone:  (718)630-4919 


Commander 

U.S.  Army  Recruiting  Battalion  Oklahoma  City 
ATTN:  Vicki  Hamm 
300  North  Meridian,  Suite  200  North 
Oklahoma  City,  OK  73107 

Commander 

U.S.  Army  Recruiting  Battalion  Philadelphia 
ATTN:  Doris  Boyd 
Custom  House,  Room  401 
2d  and  Chestnut  Streets 
Philadelphia,  PA  19106-2990 

Commander 

U.S.  Army  Recruiting  Battalion  Phoenix 
ATTN:  Margaret  Simon 
215  North  7th  Street,  Suite  118 
Phoenix,  AZ  85034-1012 

Commander 

U.S.  Army  Recruiting  Battalion  Pittsburgh 
ATTN:  Meritta  Dawson 
Federal  Building,  Room  1404 
1000  Liberty  Avenue 
Pittsburgh,  PA  15222-4197 

Commander 

U.S.  Army  Recruiting  Battalion  Portland 
ATTN:  Debora  Clark 
6310  NE  78th  Court 
Portland,  OR  97218 


Telephone:  (405)  947-6055 
Fax:  (405)  947-5239 
cc:Mail:  4JBN-FSC 


Telephone:  (215)597-9585 
Fax:  (215)  925-9384 
cc:Mail:  1KBN-FSC 


Telephone:  (602)  254-0569 
Fax:  (602)  253-2341 
cc:Mail:  6GBN-FSC 


Telephone:  (412)395-4627 
Fax:  (412)395-5903 
cc:Mail:  1LBN-FSC 


Telephone:  (503)  256-9060 
Fax:  (503)  256-2572 
cc:Mail:  6HBN-FSC 


Commander 

U.S.  Army  Recruiting  Battalion  Raleigh 
ATTN:  Carolyn  Driver 
Cypress  Building,  Suite  218 
31 17  Poplarwood  Court 
Raleigh,  NC  27604-1041 

Commander 

U.S.  Army  Recruiting  Battalion  Sacramento 
ATTN:  Vicki  Spigner 
2880  Sunrise  Boulevard,  Suite  230 
Rancho  Cordova,  CA  95742-6549 

Commander  Telephone:  (801)974-9521 

U.S.  Army  Recruiting  Battalion  Salt  Lake  City  Fax:  (801)  974-9524 


Telephone:  (919)872-8696/ 
850-3201 

Fax:  (919)872-3512 
cc:Mail:  3JBN-FSC 


Telephone:  (916)853-1358 
Fax:  (916)638-5687 
cc:Mail:  6IBN-FSC 


ATTN:  Nola  Jensen 

2830  South  Redwood  Rd. 

Salt  Lake  City,  UT  84119-2375 

Commander 

U.S.  Army  Recruiting  Battalion  San  Antonio 

ATTN:  Teresa  Nantz 

North  Point  Atrium,  Suite  109 

10500  San  Pedro 

San  Antonio,  TX  78216-3629 

Commander 

U.S.  Army  Recruiting  Battalion  Seattle 

ATTN:  PatBochenek 

4735  East  Marginal  Way  South 

PO  Box  3957 

Seattle,  WA  98124-3957 

Commander 

U.S.  Army  Recruiting  Battalion  St.  Louis 
ATTN:  Janice  Conrad 
1222  Spruce  Street,  Room  10-103 
St.  Louis,  MO  63103-2815 

Commander 

U.S.  Army  Recruting  Bn  Southern  California 
ATTN:  Robert  Hall 
27401  Los  Altos,  Suite  300 
Mission  Viejo,  CA  92691-6391 

Commander 

U.S.  Army  Recruiting  Battalion  Syracuse 
ATTN:  Anne  Day 

U.S.  Court  House  & Federal  Building,  Room 
100  South  Clinton  Street 
Syracuse,  NY  13260-0001 

Commander 

U.S.  Army  Recruiting  Battalion  Tampa 
ATTN:  Alexandria  Huertas 
3350  Buschwood  Park  Drive,  Suite  140 
Tampa,  FL  33618-4447 


cc:Mail:  6JBN-FSC 


Telephone:  (210)308-5520 
Fax:  (210)308-5804 
cc:Mail:  4KBN-FSC 


Telephone:  (206)  764-6743 
Fax:  (206)  763-2229 
cc:Mail:  6LBN-FSC 


Telephone:  (314)331-4125 
Fax:  (314)436-1755;331-4046 
cc:Mail:  4NBN-FSC 

Telephone:  (714)  367-1858 
Fax:  (714)367-1163 
cc:Mail:  6KBN-FSC 


Telephone:  (315)448-0350 
Fax:  (315)472-0800 
cc:Mail:  1NBN-FSC 
1457 


Telephone:  (813)  915-8417/ 
935-5365 

Fax:  (813)  935-6139 
CC:MAIL:  3NBN-FSC 
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A Family  Test 


1.  Which  regulation  furnishes  guidance  for  volunteer  reim- 
bursement? 

a.  Army  Regulation  215-1 

b.  Army  Regulation  930-4 

c.  Army  Regulation  600-200 

d.  Army  Regulation  5-9 

2.  USAREC  child  care  reimbursement  funds  must  be  used 
by  the  end  of  the  fiscal  year  or  turned  in  to  Headquarters, 
US  Army  Recruiting  Command. 

a.  True 

b.  False 

3.  Nonappropriated  funds  can  be  used  to  purchase  birthday 
cards. 

a.  True 

b.  False 

4.  The  Total  Army  Sponsorship  Program  is  contained  in 

a.  Army  Regulation  635-200 

b.  Army  Regulation  600-8-8 

c.  Army  Regulation  608-3 

d.  Army  Regulation  608-10 

5.  In  order  for  a volunteer  to  ride  in  a government  vehicle 

for  official  purposes,  the  volunteer  must  have . 

a.  A valid  driver’s  license  and  a DD  Form  1610 

b.  An  invitational  travel  order 

c.  A signed  volunteer  agreement  and  a written  job  descrip- 
tion that  addresses  riding  in  a government  vehicle 

d.  Both  B and  C 

6.  The  new  DoD  automated  relocation  assistance  program 

is  called . 

a.  RAIS 

b.  RELO 

c.  SITES 

d.  CRAIS 

7.  CHAMPUS  will  pay  for  expenses  incurred  by  a soldier 
for  care  received  from  civilian  sources. 

a.  True 

b.  False 

8.  If  a soldier  receives  emergency  health  care  from  civilian 
sources  and  he  or  she  is  given  a follow-up  appointment,  the 
soldier  needs  prior  approval  before  going  to  the  follow-up 
appointment. 

a.  True 

b.  False 

9.  The  sponsor  will  prepare  a welcome  letter  to  a soldier 

within working  days. 

a.  5 

b.  10 

c.  3 

d.  14 


10.  The  sponsor  will  escort  soldier  and  family  members  dur- 
ing all  in-processing. 

a.  True 

b.  False 

11.  What  form  will  alert  the  battalion  when  a new  soldier  is 
coming? 

a.  HQ  USAREC  Form  1657 

b.  DA  Form  1222 

c.  DA  Form  31 

d.  DA  Form  5434 

12.  According  to  AR  600-8-8,  who  is  responsible  for  ensur- 
ing sponsors  are  adequately  trained  to  perform  tasks  re- 
lated to  sponsorship? 

a.  Battalion  commander 

b.  Station  commander 

c.  Sergeant  major 

d.  First  sergeant 

13.  Who  is  responsible  for  sending  information  on  the  local 
area,  including  a list  of  housing  facilities,  to  incoming  per- 
sonnel? 

a.  Battalion  commander 

b.  Station  commander 

c.  Sponsor 

d.  Sergeant  major 

14.  Who  is  responsible  for  providing  health  care  benefits 
training  to  soldiers  and  their  family  members  ? 

a.  The  Health  Benefits  Advisor  for  the  unit 

b.  The  sponsor 

c.  The  first  sergeant 

d.  The  sergeant  major 

Answers 

1.  a,  Army  Regulation  215-1 

2.  b,  False 

3.  b.  False 

4.  b,  Army  Regulation  600-8-8 

5.  c,  A signed  volunteer  agreement  and  a written 
job  description  that  addresses  riding  in  a govern- 
ment vehicle. 

6.  c,  SITES 

7.  b,  False;  Direct  Care  pays  for  soldiers. 

8.  a,  True 

9.  b,  10 

10.  b,  False;  only  when  needed 

11.  d,  DA  Form  5434 

12.  a,  battalion  commander 

13.  c,  sponsor 

14.  a,  the  Health  Benefits  Advisor  for  the  unit 
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Safety 


Lead-poisoning  can  happen  in  your  home 


Moving  is  a way  of  life  for  military 
families  — that  isn’t  going  to  change. 
But  when  you  move  now,  you  have  a 
right  to  know  about  lead-based  paint 
and  lead-based  paint  hazards  in  homes 
you  buy  or  rent.  This  is  particularly 
important  to  families  with  small  children  or  women 
who  are  or  may  become  pregnant. 

More  than  1.7  million  American  children  under  the 
age  of  6 have  unsafe  levels  of  lead  in  their  blood, 
making  lead  poisoning  a top  environmental  health 
hazard  for  young  children.  Most  of  these  children  are 
poisoned  by  deteriorated  lead-based  paint  and  the 
contaminated  soil  and  dust  it  generates.  Children  with 
too  much  lead  in  their  bodies  can  experience  low  IQ, 
reading  and  learning  disabilities,  impaired  hearing,  and 
other  problems.  More  than  80  percent  of  the  US  houses 
built  before  1978  — some  64  million  residences  — 
contain  lead  paint.  The  reason  you  need  to  be 
concerned  about  housing  built  before  1978  is  that  is  the 
year  the  sale  of  lead-based  paints  for  use  in  residential 
dwellings  was  banned. 

Effective  Sept.  6,  1996,  real  estate  agents  and 
property  owners  with  more  than  four  residential 
dwellings  (including  single-family  homes)  are  required 
to  disclose  to  buyers  and  new  tenants  all  known 
lead-based  paint  and  lead-based  paint  hazards  in  a 
residence.  On  Dec.  6,  1996,  the  requirement  was 
extended  to  owners  of  even  a single  residence. 

When  you  consider  renting  or  purchasing  a home 
that  predates  1978,  you  should  ask  for  — and  the 
owner  is  required  to  provide  — information  on 
lead-based  paint  and  lead-based  paint  hazards  in  the 
property  you  are  considering.  The  owner  must  also 
provide  you  a copy  of  Environmental  Protection 
Agency  pamphlet  Protect  Tour  Family  from  Lead  in  Tour 
Home.  This  pamphlet  includes  practical,  low-cost  tips  on 
identifying  and  controlling  lead-based  paint  hazards. 

People  who  renew  leases  after  September  6,  1996 
must  also  be  provided  this  information.  Specific 
notification  and  disclosure  language  must  be  included  in 
the  contract  or  lease,  along  with  signed  statements  from 
all  parties  verifying  the  requirements  have  been  met. 

Home  buyers  will  have  a 10-day  opportunity  to 
conduct  a lead-based  paint  inspection  or  risk  assessment 
at  their  own  expense  before  a contract  is  made  final. 


For  a copy  of  the  pamphlet,  sample  disclosure  forms  or 
the  rule,  call  the  National  Lead  Information  Clearinghouse 
at  1-800-LEAD-FYI.  The  EPA  pamphlet  and  rule  are  also 
available  through  the  Internet  at  http://www.epa.gov/ 
opptintr.lead.  — adapted  from  a release  by  the 
Environmental  Protection  Agency 

Lead  in  miniblinds 

On  June  25,  the  Consumer  Product  Safety  Commission 
(CPSC)  warned  the  public  about  a lead  hazard  to  young 
children  from  some  miniblinds.  Miniblinds  are  Venetian 
blinds  with  1-inch  slats,  made  of  metal  or  plastic.  The 
warning  applies  only  to  plastic  miniblinds  that  do  not  have 
a high-gloss  finish  and  were  imported  from  China, 

Taiwan,  Mexico,  or  Indonesia.  Some  of  these  blinds  are 
not  marked  with  a brand  name  or  country  of  origin.  The 
miniblinds  contain  lead  that  can  be  rubbed  off  when  the 
plastic  ages.  Children  under  6 may  run  their  hands  over 
the  blinds  or  suck  on  them  and  then  swallow  the  lead. 
CPSC’s  advice  is  to  remove  lead-containing  miniblinds 
from  homes  where  small  children  live. 

Army  policy  is  to  provide  safe  housing  and  workplaces 
for  soldiers,  their  families,  and  civilians.  The  US  Army 
Center  for  Health  Promotion  and  Preventive  Medicine 
(USACHPPM)  Lead  Team  has  developed  a fact  sheet  that 
provides  guidance  on  how  to  deal  with  this  new  health 
concern.  The  guidance  recommends  that  lead-containing 
miniblinds  be  removed  from  places  where  children  under 
6 years  old  or  pregnant  women  may  be  exposed  to  them. 
The  highest  priority  is  to  remove  blinds  from  Army 
housing  and  other  facilities  where  this  exposure  is 
currendy  taking  place.  The  fact  sheet  is  available  by  calling 
the  Industrial  Hygiene  Field  Services  Program,  DSN 
584-3118  (410-671-3118)  or  1-800-222-9698. 

Army  personnel  who  think  that  they  have  these 
miniblinds  should  contact  their  local  Directorate  of  Public 
Works  (DPW)  for  more  information.  Personnel  who  have 
bought  their  own  blinds  should  contact  the  store  where 
they  were  bought.  Stores  are  beginning  to  carry 
miniblinds  made  with  “lead-free”  plastics.  They  also  sell 
metal  miniblinds.  Both  are  slighdy  more  expensive  than 
the  lead-containing  blinds.  Many  stores  will  take 
lead-containing  blinds  back  and  give  a refund  or  credit 
toward  other  kinds.  — courtesy  US  Army  Center  for 
Health  Promotion  and  Preventive  Medicine  newsletter 
CHPPM  Today.  USACHPPM  POC:  Ms.  Victoria  Belfit, 
DSN  584-2559  (410-671-2559)  or  1-800-222-9698. 
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USAR  News 


Selling  incentives 

The  Selected  Reserve  Incentive  Program  is  a great 
selling  tool  for  the  Army  Reserve  recruiter.  This 
program  includes  the  Cash  Enlistment  Bonus  and  the 
Student  Loan  Repayment  Program.  Knowing  how  to 
effectively  sell  these  incentives  is  extremely  important, 
and  product  knowledge  is  the  key. 

The  Recruit  Quota  System  serves  as  the  prompt  for 
the  Cash  Enlistment  Bonus  and  the  Student  Loan 
Repayment  Programs.  The  system  is  based  on  the 
Selected  Reserve’s  high  priority  units  that  are 
designated  by  the  Office  of  the  Chief,  Army  Reserve. 

In  order  to  be  eligible  for  the  Cash  Enlistment  Bonus 
an  applicant  must  be  a secondary  school  graduate,  be  in 
test  category  3B  or  above,  and  enlist  for  a critical 
Military  Occupational  Specialty  that  is  available  in  a 
designated  high  priority  Troop  Program  Unit.  The 
qualifications  for  the  Student  Loan  Repayment 
Program  are  the  same  as  above  except  applicants  must 
be  in  test  category  3A  or  above.  In  most  cases  both  of 
these  incentives  are  linked  together.  Recruiters  must  be 
careful  not  to  be  too  specific  with  applicants  in  regards 
to  incentives  until  they  take  the  Armed  Services 
Vocational  Aptitude  Battery.  At  this  point,  once  the 
individual’s  test  qualifications  are  known,  a recruiter 
can  begin  to  be  more  definitive  about  incentive 
programs. 

Remember  that  the  critical  Military  Occupational 
Specialties  and  high  priority  units  that  qualify  for  the 
Selected  Reserve  Incentive  Program  are  prompted  by 
the  Recruit  Quota  System  when  an  applicant  sits  down 
with  the  guidance  counselor,  and  a look-up  is  done. 
Twice  a year  the  incentives  on  the  Recruit  Quota 
System  are  updated  by  Office  of  the  Chief,  Army 
Reserve.  Even  the  amounts  of  the  Enlistment  Bonus 
change  according  to  percentage  of  unit  fill.  Therefore, 
recruiters  will  not  have  a clear-cut  list  of  jobs  that 
qualify  for  the  Selected  Reserve  Incentive  Program. 

This  makes  selling  units,  not  jobs,  the  best  way  to 
avoid  a pre-sold  applicant  that  could  result  in  a 
Qualified  Not  Enlisted.  Get  to  know  the  high  priority 
units  in  your  market  (priority  A thru  E)  and  present  an 
enlistment  in  one  of  these  units  as  a way  to  qualify  for 
incentives  instead  of  a particular  Military  Occupational 
Specialty.  The  more  realistic  an  applicant’s  expectations 
of  what  will  be  offered  by  the  guidance  counselor,  the 
better  the  chances  of  having  a satisfied  customer. 

Changes  to  the  Alternate  Training  Option 

The  policy  for  the  Alternate  Training  Enlistment 
Option  has  changed.  The  unavailability  of  second  phase 
training  for  hard  start  Military  Occupational  Specialties 


has  forced  Headquarters,  USAREC  to  allow  only 
certain  Military  Occupational  Specialties  for  enlistment 
into  the  Alternate  Training  Program.  Also,  the  Band 
option  under  the  Army  Civilian  Acquired  Skills 
Program  can  no  longer  be  offered  to  an  applicant. 
Headquarters,  USAREC  will  not  entertain  any 
exceptions  to  this  policy.  Reference:  RECUSAR 
Message  97-029  Part  I 


TWOR  news  update 

The  Technical  Warrant  Officer  Training  Seminar  was 
conducted  June  2-5,  1997,  at  Henry  VIII,  St.  Louis, 
Mo.  Opening  remarks  were  given  by  CW5  Donald  J. 
Biere,  Warrant  Officer  Recruiting  Division, 
Headquarters,  USAREC.  Classes  were  conducted  by 
SFC  Anthony  Tinsley,  Army  Reserve  Technical 
Warrant  Officer  Recruiter,  in  areas  of  prospecting, 
Vacancy  Potential,  Technical  Warrant  Officer  Potential 
Applicant  Recruiting  Transcripts,  preparation  of 
Individual  Ready  Reserve/Individual  Mobilization 
Augmentation  Transfers,  and  the  USAR  Operations 
Status  Check.  Mr.  Dan  T.  Barragan,  Military  Personnel 
Technician,  provided  classes  in  areas  of  application 
preparation,  Quality  Control,  the  Technical  Warrant 
Officer  Recruiter  Management  Book,  and  an  overview 
of  USAREC  Reg.  350-11.  SFC  Brenda  Monk, 
Recruiting  Operations  Directorate,  provided  guidance 
on  the  Recruit  Quota  System. 

CW4  Donald  R.  Garlow  from  Warrant  Officer  Entry 
Branch,  Army  Reserve  Personnel  Center,  St.  Louis, 
Mo.,  talked  about  the  process  for  Warrant  Officer 
Candidates  prior  to  attending  Warrant  Officer 
Candidate  School.  CW5  Alvaro  E.  Flores,  Assistant 
Commandant,  Warrant  Officer  Career  Center,  and 
CW3  Dirk  J.  Markestein,  Tach  Officer/Instructor 
Warrant  Officer  Candidate  School,  provided  an 
overview  on  standards  while  attending  school.  Ten 
Chief  Warrant  Officers  from  various  proponents  went 
over  the  prerequisites  and  their  methodology  for 
qualifying  Warrant  Officer  applicants.  MAJ  Michael  J. 
Holland  and  CW5  Donna  Foli,  Army  Reserve 
Personnel  Center,  discussed  the  steps  for  processing  the 
Individual  Ready  Reserve/Individual  Moblization 
Augmentation  and  the  timelines  of  orders. 

Other  classes  that  were  provided  by  the  Army 
Reserve  Personnel  Center  staff  included  security 
clearances,  civil  and  moral  waivers,  and  the  processing 
of  medical  waivers.  An  update  and  classes  on  the  laptop 
computer  and  printer  were  conducted  by  SFC  John 
Binyon  and  Mrs.  Debbie  L.  Crenshaw,  information 
Management  Directorate  Headquarters,  USAREC. 
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Speeding  fast  in  the 
Army  recruiting  lane 

Story  and  photo  fey  J.ssJie  Ann  Sully, 

Columbia  * .‘A 

WAYNES  ’1/] : •£,  N .C.  — Does 
speeding  n the  racetrack  in  a car 
going  65  .ph  sound  appealing?  Pic- 
ture yourself  going  that  speed  in  a 
car  weighing  approximately  600 
pounds;  half  the  size  of  the  average 
race  car;  and  two  inches  off  the 
ground.  That  is  what  SSG  Wayne 
Parris  does  for  enjoyment. 

Parris  races  his  NASCAR  Winston 
mini  at  the  Asheville  and  Hickory, 
racetracks,  where  the  cars  usually  run 
around  60  or  90  mph.  “They  have 
been  clocked  at  going  141  mph  in 
Rockingham,”  Parris  said. 

Racing  has  helped  Parris’,  off-duty 
state  of  mind.  “Tt’s  a stress  reliever,” 
Parris  said.  “You  have  to  do  some- 
thing, have  an  outlet,  whether  it  is 
playing  softball,  basketball  or  this.” 

The  10-year  Blackhawk  helicopter 
crew  chief  knew  recruiting  duty 
would  test  his  abilities.  “I  knew  it 
would  be  hard.  I have  always  liked 
things  that  represent  a challenge.  I 


look  at  it  (recruiting)  like  a chal- 
lenge,” Parris  said. 

Racing  is  thrilling  for  Parris,  and  it 
has  shown  him  a way  to  mix  busi- 
ness with  pleasure.  The  car  is  an  ad- 
vertisement for  Parris.  “It  draws  a lot 
of  attention.  When  I take  it  to 
schools  and  local  businesses,  people 
come  up  to  talk  to  me  — more  so 
than  a table  with  pamphlets  would 
do.  You  can  start  talking  about  rac- 
ing and  then  about  the  Army.” 

The  Candler  native  has  a unique 
color  scheme  on  his  car  — camou- 
flage. “Being  a recruiter,  you  are  al- 
ways thinking  of  recruiting.  I figured 
if  I have  the  Army  theme,  manage- 
ment would  be  more  supportive  and 
they  have  been,”  Parris  said.  Plus  the 
car  shouts  out  the  Army  name  to  a 
lot  of  people. 

“It’s  a growing  sport  in  the  South, 
and  between  four  and  5,000  people 
are  at  the  track  in  Asheville  every  Fri- 
day night,”  Parris  said. 

Parris  has  always  had  the  Waynesville 
recruiting  station  number  visible  on 
his  car.  Two  weeks  ago  he  put  the 
1-800  number  on  the  car.  Since  he 
races  in  cities  outside  his  recruiting 


area,  many  people  see  the  car  while 
it’s  trailered  to  the  race  tracks. 

As  Parris  continues  to  improve  his 
driving  scores,  he  also  keeps  looking 
for  ways  to  use  his  car  to  help  his  re- 
cruiting efforts.  He  recently  talked 
with  the  station  commander  in 
Hickory  and  learned  a big  motivator 
to  Hickory  recruits  is  the  Army  cash 
bonus  incentive. 

“This  year,  I am  going  to  take  the 
cash  bonus  banner  and  put  that  on 
the  motor  home  where  it  will  be 
parked  in  the  (track)  pit  and  every- 
one can  see  it,”  he  said.  Parris  got 
into  racing  last  year  with  the  help  of 
his  wife  Karla.  “I  was  taking  my  wife 
to  the  track,  and  everytime  a little 
car  would  come  out,  she  would  say, 
‘You  should  buy  one,’  I said  I didn’t 
have  the  money,  so  she  bought  one!” 
Parris  said. 

Parris  finances  his  hobby  with  five 
sponsors  who  he  advertises  on  his 
car.  He  spends  around  $150  per 
month,  and  he  explains  that  all  his 
sponsorship  money  goes  into  one  ac- 
count. He  says  he  feels  lucky  that  the 
car  has  few  maintenance  needs. 

“It’s  the  low  cost  way  of  racing,” 
Parris  said  about  his  Winston  mini. 
“The  low  cost  of  maintaining  it  is 
what  allowed  me  to  get  into  it.”  The 
racing  season  is  from  mid- April 
through  Labor  Day.  “This  particular 
division  is  getting  popular,  we  usu- 
ally have  about  16  to  18  cars  per 
race,”  said  Parris. 

Parris  got  a late  start  last  season  and 
only  competed  in  six  of  22  races. 
Each  time  you  race,  you  accrue 
points  based  on  how  you  place  in 
the  race.  “Last  year  I raced  the  last 
six  races  and  finished  17  out  of  29,” 
Parris  said.  “It  takes  a while  to  gain 
confidence  in  the  car.  Last  year  was  a 
learning  experience  and  this  year  I 
am  more  serious  about  it.” 

After  eight  races  this  year,  Parris  is 
ranked  eighth  of  the  22  competitors. 
Not  bad  for  a dual  purpose  hobby. 


SSG  Wayne  Parris  shows  off  his  NASCAR  Winston  mini.  Racing  is  thrilling  for  Parris,  and 
it  has  shown  him  a way  to  mix  business  with  pleasure. 
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Cool  daddy 
recruiter  puts 
daughter  in  boots 

Story  and  photo  by  Lee  Elder,  Nashville 
Battalion  AfrPA 

BOWLING  GREEN,  Ky.  — Dunja 
Liebl  spends  a lot  of  time  talking  to 
the  US  Army  recruiter  assigned  to 
Greenwood  High  School  while  he 
walks  the  school’s  hallways. 

The  18 -year-old  senior  has  good  rea- 
son for  being  close  to  SSG  Curt 
Coslet,  a recruiter  assigned  to  the 
Bowling  Green  station. 

“When  they  ask  me  why  I spend  so 
much  time  with  him,  I just  tell  them, 
cHe’s  my  dad,”’  Liebl  said. 

While  discussing  the  usual  parent- 
child  fare,  their  talks  also  recendy  led 
to  Liebl  enlisting  in  the  Army  for 
three  years  as  a unit  supply  specialist. 

To  Coslet,  it  just  made  sense.  “Fe- 
males in  the  Army  get  a fair  deal,”  he 
said.  “A  lot  of  times  women  don’t 
get  the  same  pay  for  the  same  jobs, 
but,  in  the  Army,  it’s  guaranteed. 

“There’s  just  nothing  I’ve  seen  out 
there  that  will  give  the  same  benefits 
the  Army  will.  In  my  estimation,  it’s 
not  even  close.” 

Liebl’s  decision  especially  made 
sense  because  she  is  undecided  about 
what  course  of  study  she  wants  to 
pursue  as  a college  student.  Once  she 
chooses  the  right  path,  Coslet  said 
Liebl  will  have  $14,575  to  help  pay 
for  the  cost  of  her  education. 

Besides  money  for  her  education, 
Liebl  also  hopes  to  travel  and  gain 
more  discipline  and  self-respect  while 
in  uniform. 

“I  think  it  will  be  a good  time  for  me 
to  growup,”  she  said.  For  her  part, 
Liebl  said  she’s  proud  of  her  step- 
father too. 

“He’s  a lot  more  flexible  than  many 
of  my  friends’  dads,”  she  said.  “A  lot 


SSG  Curt  Coslet,  a Bowling  Green,  Ky.,  recruiter,  takes  time  to  check  out  his  stepdaughter 
Dunja  Liebl's  high  school  diploma.  Liebl  enlisted  in  the  Army  as  unit  supply  specialist  and 
reported  for  training  this  summer. 


of  people  think  that  just  because  he’s 
in  the  Army  that  he’s  really  strict, 
and  they’re  surprised  that  I’m  able  to 
do  more  things  than  the  other  kids 
are.” 

Coslet,  32,  is  a detailed  recruiter 
who  normally  serves  as  an  automatic 
test  equipment  operator/maintainer. 
He  is  a 13-year  Army  veteran  who 
has  been  a Bowling  Green  recruiter 


for  two  years.  He’s  been  Liebl’s  step- 
father for  11  years. 

Glancing  at  his  stepdaughter  and 
flashing  a grin,  Coslet  said  he’s 
proud  of  her  for  the  decision  she’s 
made. 

In  the  meantime,  Liebl  helped  one 
of  her  peers,  Danielle  May,  decide  to 
join  the  Army. 


BG  James  E.  Shane  Jr., 
(Ret.)  Deputy  Com- 
manding General 
(East),  presented  Mor- 
rell Medallions  to  MSG 
Thurman  K.  Adkins, 
Raleigh,  N.C.,  battalion 
trainer,  1SG  Andrew 
Pelzer,  Fayetteville 
Company,  and  SSG  Es- 
peranza  Wilson- 
Richardson,  Clinton 
Station.  Adkins'  wife, 
Michelle,  and  son,  T.K., 
were  present  for  the 
presentation.  (Photo  by 
Dianna  Phillips) 
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Brothers  William  and  Mark  Lovin  pause  from  their  initial  newcomer  orientaton  at  the 
Atlanta  Battalion.  Assigned  to  the  Macon  Company,  the  staff  sergeants  are  the  only  brother 
recruiting  team  in  USAREC. 


Brothers  join  the 
recruiting  family 

Story  and  photo  by  Marilyn  Weitzel, 

Atlanta  Battalion  A&PA 

MACON,  Ga.  — Folks  around  the 
Atlanta  Battalion  thought  they  were 
seeing  double  when  two  new  recruit- 
ers reported  in  with  the  same  last 
name. 

Turns  out,  William  and  Mark  Lovin 
(pronounced  LUV’  un)  are  brothers, 
originally  from  the  East  Tennessee 
town  of  St.  Clair  — population  450! 

As  to  how  they  ended  up  on  the  At- 
lanta Battalion  doorstep  simultane- 
ously, Mark,  the  older  of  the  two, 
shrugs,  “Purely  a coincidence.” 

“I  wanted  to  be  a drill  sergeant,”  he 
said,  “but  didn’t  have  enough  rank. 
So  my  branch  suggested  recruiting,” 
he  recalls. 


Three  months  later,  William,  junior 
to  Mark  by  three  years,  was  serving 
in  Kuwait  when  he  was  notified  of 
his  recruiting  class  date  — which 
turned  out  to  be  identical  to  his 
brother’s! 

As  this  bizarre  turn  of  events 
brought  the  brothers  together  at  the 
Fort  Jackson,  S.C.,  recruiter  school, 
they  found  themselves  not  only  in 
the  same  class,  but  in  the  same  sub- 
group. 

Eyes  twinkling,  William  says  he  re- 
plied to  their  classmates’  confusion 
as  to  their  relationship  with  the  off- 
hand comment,  “I  borrowed  his 
name  tag!” 

Similarities  do  not  stop  with  shared 
last  names  for  the  Lovins.  “Our 
wives  have  the  same  birth  date,”  says 
red-headed  William,  “and  we  each 
have  three-year-old  sons  just  five 
days  apart.” 


According  to  Mark,  a third  brother 
still  lives  back  in  St.  Clair  with  no 
plans  to  join  the  military.  But  Wil- 
liam quickly  points  out,  “We  have  a 
step  brother  assigned  to  Fort  Knox, 
(Ky.)  who  is  a staff  sergeant.” 

The  battalion’s  newest  staff  ser- 
geants are  naturally  both  assigned 
to  Macon  Company,  William  in 
Warner  Robins  and  Mark  in  adja- 
cent Macon.  Inseparable  for  the 
time  being,  they’re  living  within 
minutes  of  each  other  in  Warner 
Robins. 

“We’re  both  hard  chargers,”  says 
Mark,  and  William  finishes  his  sen- 
tence with  “It  may  take  a little 
while  to  get  the  system  going,  but 
we’re  going  to  be  successful!” 


SGT  Raymond  Fowler,  a Springfield,  Ohio, 
recruiter,  and  wife,  Jennifer,  were 
shocked  and  surprised  at  the  arrival  of 
daughter,  Brookelyne  Danielle  last  No- 
vember. Even  though  Jennifer  had 
planned  to  give  birth  at  the  Wright- 
Patterson  Air  Force  Base  hospital  and 
Fowler  had  planned  to  drive  her  there, 
Brookelyne  Danielle's  birth  took  place  at 
home  just  minutes  before  Fowler  arrived. 
(Photo  by  Brian  Lepley) 


28 


Recruiter  Journal  / Sep  97 


Field  File 


SFC  Peter  Buckles,  Phoenix  Recruiting  Battalion,  congratulates  his  son  PVT  Peter  James 
Buckles  Jr.,  on  his  enlistment  as  a military  policeman.  PVT  Buckles  is  a third  generation 
soldier,  following  his  father  and  grandfather. 


Third  generation 
soldier  DEPs  in  to 
Phoenix  Battalion 

Story  and  photo  by  Phillip  L.  Guerrero, 
Phoenix  Battalion  AfrPA 

SCOTTSDALE,  Ariz.  — The  Buck- 
les family  can  now  boast  a third  gen- 
eration soldier  at  their  house.  PVT 
Peter  James  Buckles  Jr.,  son  of  SFC 
Peter  and  Pam  Buckles,  enlisted  June 
1 1 with  the  whole  family  in  atten- 
dance. 

PVT  Buckles  leaves  for  Fort  McClel- 
lan, Ala.,  and  basic  training  Septem- 
ber 9.  Following  basic  training,  he 
will  train  as  a military  policeman. 

Added  to  all  this  excitement,  SFC 
Buckles  departs  for  the  Albuquerque 
Recruiting  Company  where  he  will 
serve  as  first  sergeant  beginning  in 
September.  PVT  Buckles  joins  his  fa- 
ther and  grandfather,  retired  SGM 
Donald  J.  Buckles,  as  the  third  gen- 
eration to  wear  Army  green.  But  he 
may  not  be  the  last  Buckles  to  join 
the  Army. 

“Sean,  14,  wants  to  be  an  Army 
trumpet  player  and  David,  11,  wants 
to  jump  out  of  airplanes,”  said  proud 
father  SFC  Buckles.  “They  are  all  ex- 
cellent marksmen  already.” 

SFC  Buckles  enlisted  22  years  ago  as 
a 20 -year-old  and  believes  the  Army 
is  a great  place  to  begin.  “The  Army 
has  always  been  very  good  for  me 
and  my  family.  I believe  most  young 
people  can  benefit  from  the  structure 
and  the  benefits,”  Buckles  said. 

PVT  Buckles  is  getting  ready  for  ba- 
sic training  by  running  with  his  fa- 
ther in  the  morning,  working  on  his 
push-ups,  and  learning  how  to  salute. 

“I’d  go  tomorrow  if  I could,”  PVT 
Buckles  explained.  “I  want  to  take  af- 
ter my  dad  and  become  a military  po- 
liceman. I want  to  raise  my  family 
just  like  my  dad.  It’s  kind  of  rough 
in  society,  and  I think  the  Army  is 
the  best  way  to  go.” 


The  young  private  would  like  to  re- 
turn to  Mesa  as  a Hometown  Re- 
cruiter. “I  hope  to  be  stationed  in 
Europe,  or  maybe  even  Hawaii,”  the 
private  said.  “Fd  like  to  see  the 
world  and  eventually  retire  in  the 
Army.” 

PVT  Buckles’  recruiter,  SSG  Jeff 
Hockenberry,  Scottsdale  Recruiting 
Station,  has  been  a friend  for  quite 


some  time,  and  when  PVT  Buckles 
showed  an  interest  in  Army  service, 
Hockenberry  was  the  recruiter  of 
choice. 

“P.J.  is  the  dream  recruit,”  Hocken- 
berry said.  “He’s  just  graduated  high 
school,  he  has  no  problems  with  the 
law,  he’s  healthy,  and  he  did  well  on 
the  ASVAB.  I wish  every  recruit 
could  be  just  like  him.” 


SFC  Robert  Herren,  (center)  a Reserve  recruiter  with  the  Opelika,  Ala.,  station  has  a pas- 
sion for  running.  Above,  he  ran  two  miles  in  10  minutes,  5 seconds  in  a May  PT  test.  In 
April,  he  finished  1,832  overall  out  of  1 1,000  officially  registered  athletes  in  the  Boston 
Marathon.  (Photo  by  John  McCollister) 
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TRICARE  News 


Providers  of  care  under 
TRICARE 


W-  jthorized”  providers  of  care  under  TRI- 
CARE?  V re  “participating”  providers?  And,  what  are 
“network'  non-network”  providers? 

Many  people  — providers  of  care  and  patients  alike  — have 
questions  about  what  an  authorized  provider  is  and  what  it 
means  to  participate  (or  not  participate)  in  TRICARE,  or 
to  join  a TRICARE  contractor’s  network  of  providers. 

Here  are  the  answers: 

Authorized  providers 

First,  an  individual  provider  of  care  must  be  “authorized”  by 
the  regional  TRICARE  contractor  before  he  or  she  is  in  a 
position  to  decide  whether  or  not  to  “participate”  in  TRI- 
CARE. Becoming  authorized  means  that  a provider  has 
been  certified  by  the  contractor  as  a legitimate  provider  of 
care  in  a particular  medical  field  (having  met  specific  educa- 
tional, licensing,  and  other  requirements),  and  has  been  as- 
signed a “provider  number,”  which  is  on  file  with  the 
contractor. 

The  government  will  only  share  the  cost  of  care  that  mili- 
tary sponsors  and  their  eligible  family  members  receive  from 
authorized  providers.  TRICARE-eligible  persons  can  get 
care  from  providers  who  are  not  authorized,  but  they  will 
have  to  pay  the  full  bill  themselves,  no  matter  how  much  it 
is;  the  legal  billing  limits  don’t  apply  to  care  received  from 
unauthorized  providers. 

A provider  of  care  who  is  not  authorized  under  TRICARE 
might  be  someone  like  a chiropractor  or  an  acupuncturist 
(classes  of  providers  that  aren’t  recognized  by  TRICARE  be- 
cause the  care  they  provide  is  outside  the  scope  of  TRI- 
CARE’s  benefit  structure)  — or  it  might  be  a physician 
who  does  not  meet  state  licensing  or  training  requirements, 
or  who  has  not  sought,  or  who  has  rejected,  authorization 
to  treat  TBJCARE-eligible  patients. 

Before  getting  care,  patients  should  ask  providers  of  care  if 
they  are  authorized  providers  under  TRICARE.  Providers 
themselves  should  volunteer  this  information  before  pa- 
tients receive  care,  if  the  patients  don’t  ask  on  their  own, 
since  patients  need  to  know  ahead  of  time  what  their  finan- 
cial obligations  might  be.  Ultimately,  it’s  the  patient’s  re- 
sponsibility to  know  whether  a provider  is  authorized  under 
TRICARE  before  getting  care. 

Participating  providers 

Once  a provider  is  authorized  by  the  TRICARE  contractor 
to  treat  eligible  patients  and  be  reimbursed  for  it  by  the  gov- 
ernment, he  or  she  must  decide  whether  to  be  a “participat- 
ing” or  “non-participating”  provider  under  TRICARE 
Standard  — the  healthcare  option  that  used  to  be  known  as 
CHAMPUS,  or  under  TRICARE  Prime’s  point-of-service 


option,  in  which  Prime  enrollees  get  care  without  an 
authorization  outside  the  TRICARE  Prime  provider  net- 
work, and  pay  higher  cost-shares  and  deductibles.  For  indi- 
vidual providers,  this  decision  (to  participate  or  not  to 
participate)  may  be  made  on  a case-by-case  basis. 

A participating  provider  accepts  the  TRICARE-allowable 
charge  as  the  full  fee  for  the  care  the  patient  receives.  A par- 
ticipating provider  files  the  claims  for  his  or  her  TRICARE- 
eligible  patients.  The  regional  TRICARE  contractor  sends 
its  portion  of  the  payment  for  the  patienf  s medical  bills  to 
the  provider,  and  the  patient  pays  his  or  her  share  of  the 
costs  to  the  provider. 

Nonparticipating  providers 

A provider  who  is  authorized,  but  who  does  not  participate, 
may  still  treat  TRICARE-eligible  patients  — but  he  or  she 
may  charge  more  than  the  allowable  charge  for  the  care  pro- 
vided, up  to  the  legal  limit  of  15  percent  more  than  the  al- 
lowable charge. 

If  a nonparticipating  provider  attempts  to  bill  a TRICARE 
patient  more  than  15  percent  above  the  allowable,  the  pa- 
tient is  not  legally  obligated  to  pay  any  amounts  above  the 
legal  limit  — unless  the  patient  has  voluntarily  written  a 
statement  that  goes  in  with  the  claim,  requesting  a waiver  of 
the  billing  limits  for  the  care  he  or  she  receives. 

The  TRICARE  contractor  will  pay  its  portion  of  the  allow- 
able charges,  as  it  would  in  the  case  of  a participating 
provider,  but  the  payment  will  go  directly  to  the  patient. 

The  patient  is  then  responsible  for  the  entire  bill,  up  to  the 
legal  limit,  unless  he  or  she  initiates  a billing-limit  waiver 
request  (there’s  no  existing  form  for  such  a request;  it  just 
needs  to  be  a hand- written  or  typed  letter),  and  it  is  sent  in 
to  the  contractor  with  the  claim. 

Network  and  non-network  providers 

Providers  who  are  authorized  to  give  care  to  TRICARE- 
eligible  patients  may  decide  to  apply  (and  be  accepted  by  a 
TRICARE  contractor)  to  become  part  of  the  contractor’s 
health  care  provider  network.  The  network  is  a group  of 
providers  who  have  signed  agreements  with  the  contractor 
to  provide  care  to  eligible  persons,  often  at  specific  dis- 
counted rates,  and  to  participate  on  all  claims  under  the 
TRICARE  Extra  or  TRICARE  Prime  health  care  options. 

Non-network  providers  are  authorized  to  provide  care  to 
TRICARE  patients,  but  have  decided  not  to  join  the  con- 
tractor’s TRICARE  Extra  or  TRICARE  Prime  networks. 

Instead,  they  provide  care  under  TRICARE  Standard,  and 
choose  either  to  participate  in  Standard  (accepting  the  allow- 
able charge  as  their  full  fee  and  filing  the  claim  for  the  pa- 
tient), or  to  not  participate  (possibly  charging  more  for  the 
care,  up  to  the  legal  limit). 
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The  Test 


1.  The  DOD  1 304.1 2Z  is  designed  to  familiarize  applicants 
with  the  types  of  questions  found  on  the  ASVAB  Test. 

a.  True  b.  False 


a.  recruiting  station  commander 

b.  Headquarters,  US  Army  Recruiting  Command 

c.  company  leadership  team 

d.  battalion  leadership  team 


2.  Who  can  authorize  extensions  for  special  situations 
not  exceeding  a total  of  365  days  in  the  DEP  program? 

a.  company  commander 

b.  battalion  commander 

c.  brigade  commander 

d.  USAREC  commanding  general 


3.  An  applicant  who  has  completed  two  or  more  aca- 
demic years  at  an  accredited  post-secondary  vocational 
technical  school  and  has  a receipt  of  certificate  may 
enlist  at  any  time  as  a ? 

a.  PVT  b.  PV2 

c.  PFC  d.  SPC 


4.  You  often  hear  the  term  "market"  in  our  recruiting  ef- 
forts, but  what  is  a market? 

a.  A market  is  your  assigned  high  schools  and 

colleges. 

b.  A market  is  your  assigned  recruiting  area. 

c.  A market  is  a particular  group  of  potential  buyers. 

d.  A market  is  all  of  the  above. 


8.  DEPs  and  DTPs  should  be  contacted  by  phone  a mini- 
mum of  3 days  prior  to  ship  date. 

a.  True  b.  False 


9.  DEP  and  DTP  members  must  sign  what  form  to  partici- 
pate in  the  US  Army  Delayed  Entry  Physical  Training  Pro- 
gram Statement? 

a.  USAREC  Form  552 

b.  USAREC  Form  1034 

c.  USAREC  Form  1035 

d.  USAREC  Form  992 


10.  Who  is  the  approving  authority  when  the  cost  of  a 
DEP  function  is  expected  to  exceed  $3,000  or  $6.00  per 
person? 

a.  Headquarters,  US  Army  Recruiting  Command 

b.  brigade 

c.  battalion 

d.  company 


5.  Which  regulation  covers  the  misuse  of  government 
credit  and/or  charge  cards? 

a.  USAREC  Reg  601-56 

b.  USAREC  Reg  602-22 

c.  USAREC  Reg  601-101 

d.  USAREC  Reg  600-25 


6.  What  percent  of  seniors  will  be  contacted  by  the  end 
of  September? 


11.  The  fourth  step  for  correcting  a malfunction  on  a 
M16A1  or  A2  is  to  release  the  charging  handle. 

a.  True  b.  False 


12.  M0PP  level  3 requires  all  items  to  be  worn  except 


a.  overgarment  b.  overboots 
c.  mask  with  hood  d.  gloves 


a.  10  percent  b.  25  percent 
c.  30  percent  d.  40  percent 


13.  The  WP  Grenade  can  produce  casualties  up  to 
away. 


7.  The  criteria  for  determining  the  priority  of  leads  will 
be  determined  by? 


a.  28  meters  b.  30  meters 

c.  35  meters  d.  40  meters 
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Salutes 


ATLANTA 

SSG  Gary  Howard 
SSG  Samuel  Watts 

DENVER 

SGT  Keith  Lehman 
SSG  Stuart  Jensen 

JACKSONVILLE 

SFC  William  Alsobrook 
SFC  John  Vaughan 

MIAMI 

SSG  Wade  Grief 
SGT  Malcolm  Peeples 

MILWAUKEE 

SFC  Curtis  Bergeron 

MINNEAPOLIS 

SFC  Eugene  Carr 
SFC  William  Brackett 

NASHVILLE 

SFC  John  Provost 
SSG  Mark  Griffin 
SFC  David  Smith 


NEW  ENGLAND 

SSG  Michael  Wise 
SSG  Anthony  White 

NEW  YORK  CITY 

SGT  Audria  Brathwaite 

OKLAHOMA  CITY 

SSG  Paul  Hurt 
SSG  Jeffery  Weathers 

PHILADELPHIA 

SFC  Undray  Taylor 

SACRAMENTO 

SSG  Paul  Kelsey 

SOUTHERN  CALIF. 

SGT  Joseph  Fleming 
SFC  Raul  Llorente 

SYRACUSE 

SSG  Joseph  Okrasinski 

TAMPA 

SFC  Havier  Figueroa 

HQ,  USAREC 

SFC  Jackie  Miracle 


ATLANTA 

SFC  Gregory  Davis 
SFC  Danielche  Johnson 

BALTIMORE 

SGT  Johnny  Guerrero 
SGT  Arturo  Alvarez 
SSG  Reuben  Enriquez 

CLEVELAND 

SSG  Clarence  Lahl 
SSG  Joel  Rowley 

DENVER 

SGT  Socorro  Alvarado 
SSG  Anthony  McMillan 

INDIANAPOLIS 

SGT  Stacy  Merriwether 
SGT  Anthony  Scott 
SGT  Gregory  Smith 

LOS  ANGELES 

SSG  Pedro  Oquendo 
SSG  Wayne  Sharp 

MILWAUKEE 

SSG  James  Browning 
SSG  Charles  Luedtke 


SGT  Aaron  Brooks 

NASHVILLE 

SGT  Jack  Fields 

NEW  ENGLAND 

SSG  Donna  McGowan 

OKLAHOMA  CITY 

SSG  Donald  Brown 
SFC  Ronald  Buysse 

PITTSBURGH 

SSG  Dana  Hackett 
SSG  Carl  Savage 

PHILADELPHIA 

SFC  Ronald  Matthews 

SACRAMENTO 

SSG  Marty  Banks 

SOUTHERN  CALIF. 

SFC  Eduardo  Gutierrez 

SYRACUSE 

SGT  Delbert  Taylor 
SGT  Roy  Stevens 
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Quality  Volume  - The  Key  To  Our  Success 

^TeadcjuartersJJ^S^rm 

RSM  July  97 

1st  Brigade  2d  Brigade  3d  Brigade  5th  Brigade  6th  Brigade 

TOP  TEAM  MEMBER  (Recruiter) 

RA  SGT  THOMAS,  R.  SGT  WILLIAMS,  G.  SFC  CAREW,  M.  SFC  JENNINGS,  M.  SGT  KEENAN,  J. 


(BN)  (New  England) 

(Nashville) 

(Chicago) 

(St.  Louis) 

(Phoenix) 

SGT  MASON,  W. 

(Tampa) 

SSG  AMEZCUA,  E. 

(Southern  Cal) 

USAR  SSG  EDWARDS,  M. 

(BN)  (Beckley)  SGT  WALKER,  N. 

(Miami) 

SFC  BERRY,  R. 

(Chicago) 

SFC  DRUMMAND, 

(Dallas) 

SGT  ROBERTSON,  J. 

C.  (Phoenix) 

TOP  TEAM  (Station) 

LARGE  none 

(BN) 

One  East 

(Montgomery) 

Georgetown 

(Indianapolis) 

Russellville 

(Dallas) 

Redding 

(Portland) 

SMALL  Times  Square 
(BN)  (New  York  City) 

Covington 

(Atlanta) 

Huntington 

(Indianapolis) 

Mt.  Home 

(Oklahoma) 

Daly  City 

(Sacramento) 

AMEPP 

(HCRT)  New  York  City 

^ PP  ' VaT.  i 

Puerto  Rico 

Chicago 

Houston  & 
New  Orleans 

Northwest 

1.  true,  AR  601-210,  Chap  5,  section 
2,  para  5-8e 

2.  b,  AR  601-210,  Chap  5,  section  X, 
para  5-39a 

3.  c,  AR  601-210,  Chap  2,  section  II, 
para  2-20h 

4.  c,  USAREC  Pam  350-7,  para  3-1 

5.  d,  USAREC  600-25  Chap  2,  para 
2-1  la 


Answers  to  the  Test 


6.  c,  USAREC  Reg  350-6,  Chap  3, 
section  V,  Table  3-1 

7.  b,  USAREC  Reg  601-51,  Chap  4, 
para  4-6 

8.  False,  USAREC  Reg  601-95,  Chap 
2,  para  2-4c  (5) 

9.  d,  USAREC  Reg  601-95,  Chap  5, 
para  5-6  (2) 

10.  a,  USAREC  Reg  601-95,  Chap  6, 
para  6-1  (2) 


11.  True,  STP  21-1-SMCT 
071-311-2029,  page  118,  Id 

12.  d,  STP  21-1-SMCT 
031-503-1015,  page  382,  Figure 
225 

13.  c,  STP  21-1-SMCT 
071-325-4401,  page  183,  Table  14 


YOUR  FAMILY  IS  AN  IMPORTANT  PART  OF  OUR  FAMILY. 


Your  family  is  important.  To  you  and  to  us.  So  whether  you  need  assistance  finding  proper  day  care 
for  your  children,  or  help  finding  your  spouse  employment  after  relocation,  the  Army  is  committed  to 
helping  you  feel  more  secure.  With  great  benefits  and  family  support.  Because  your  family  is  part  of  our 
family.  See  your  Career  Counselor. 


REENLIST  ARMY. 

BE  ALL  YOU  CAN  BE. 


